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THROUGH 


Headlines shriek the bitter truth .. . 

Fortunes swept away ... hard-earned sav- 
ings lost... 

Time and again, financial institutions put 
to the test . . . by panics and depressions. 

Since 1845 the New York Life has weath- 
ered all such “storms”. . . its policies have 
remained secure. 

Is there any secret to it? 

Not unless you think there’s a secret to 
remaining steadfastly conservative during the 


excitement of a speculative boom. 





wenn PANIC...» 


A life insurance company must never for- 
get why its policyholders bought their insur- 
ance—the future security of mothers and 
children, the plans for retirement, all of which 
depend upon the company remaining safe 
and strong at all times. 

When you consider the nature of the life 
insurance business and its relationship to the 
security of the family, and when you con- 
sider the frequency with which panics have 
swept the country, you can more easily under- 


stand why the New York Life must always be 














1845 


prepared, come what may. 

In making its investments, this Company 
adheres to the principle that safety should 
always be the first consideration. In calculat- 
ing its reserves, it employs the most conserva: 
tive basis used by American and Canadian 
life insurance companies. 

This Company’s past record and present 
strength are the fundamental reasons why New 
York Life policyholders can enjoy a sense of 
security . . 


. why a New York Life policy is 


one of the best investments you can make. 


SAFETY IS ALWAYS THE FIRST CONSIDERATION...NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


A Mutual Company founded on April 12, 1845 
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Equitable Installs 
Executive Officer 
in Chicago 





Vice-president Welch Takes 
Charge of Agency Opera- 
tions in Territory 





Equitable Life of New York has made 
an innovation, so far as large eastern 
companies are concerned, by stationing 
in Chicago an executive officer in direct 
charge of production for the territory. 

Second Vice-president Vincent S. 
Welch, wha has been so appointed, was 
formally installed in the new position 
at a meeting in Chicago Thursday of 
this week. The head office was repre- 
sented by Vice-president W. J. Graham, 
who is in charge of all agency activities 
of Equitable, Vice-president Mervyn 
Davis, and A. P. Carroll. The Equita- 
ble managers in the district were called 
ta the meeting. 


Headquarters 120 South La Salle 


Mr. Welch’s headquarters will be at 
120 South La Salle street where the 
Equitable agencies are located. He is 
the executive with direct supervision of 
agency operations in the territory, in- 
cluding production bath of individual 
and group insurance. 

Mr. Welch is well known in Chicago 
and throughout the middlewest. He has 
a wide acquaintance among executives 
of important companies and members of 
leading business and industrial assacia- 
tions, 


Joined Equitable in 1929 


He went with Equitable in 1929 to 
assist in the campaign to produce $100,- 
000,000 of group insurance in 100 days. 
At the conclusion of that successful un- 
dertaking he joined the W. S. Parks 
agency in Rochester, N. Y., as group su- 
Pervisor. Returning to the home office 
group department in January, 1930, two 
months later he was made regional 
group supervisor in the New York met- 
ropolitan department in charge of group 
sales activities throughout the country. 
In October, 1933 he was appointed sales 
supervisor and a month later his title 
was changed to manager of the group 
department in that division. He was <4 
Painted second vice-president last Feb- 
Tuary, 

Mr. Welch attended University of 
Pennsylvania, For 13 years he was ath- 
etic director and football coach at Ho- 
bart college, at the same time serving 
a secretary of the Chamber of Caom- 
merce of Geneva, N. Y. He has served 
te chairman of numerous civic commit- 

s. 


Research Bureau Annual Meeting 


The annual meeting of the Life In- 
surance Sales Research Bureau and the 
Sociation of Life Agency Officers will 
held at the Edgewater Beach Hotel, 
ucaga, Oct. 26-28. The annual dinner 
so be held the evening of Oct. 26 at 
© Edgewater Beach Hotel. 





H. E. North of Metropolitan 
Decries Stunt Sales Methods 





Life Insurance Should Be Sold 
on Merits—Need Better Trained 
Agents 


SAN FRANCISCO.—Life insurance 
should be sold on its merits and because 
of the existing need, not through the use 
of stunt methods and artificial sales 
plans, declared Henry E. North, vice- 
president of the Metropolitan Life in 
charge of the Pacific Coast head offices, 
at the San Francisco General Agents & 
Managers Association’s luncheon in his 
honor. He decried the sale of life in- 
surance because the president of the 
company happened to have a birthday or 
because of a special drive for business. 
Because of its very nature in dealing 
with the future, lives and happiness of 
the public, it is only necessary to tell 
the truth about life insurance in order 
to sell it, but, he warned, this truth 


will not be properly told unless agents 


are properly trained and supervised. 
Eliminate Practices 


There are many practices which could 
be eliminated from the business today, 
not only in the field but “starting with 
officials of companies right straight 
down,” said Mr. North. Officials have 
not always seen the business as clearly 
as they might; been as fair as they 
should have been; sold insurance as it 
should have been and also they have not 
always supervised and trained the 
agency forces as they should. General 
agents and managers, he said, have a big 
responsibility and the public will na 
longer stand for inefficient agents and 
inefficient methods and_ exploitation. 
Companies and their representatives 
must render the service to which the 
public is entitled, but this service can- 
not be rendered unless the agents are 
properly trained and developed. “That,” 
he said, “is your obligation and you do 
not belong in this ‘business unless you 
realize and appreciate that obligation.” 
The key to everything is management 
and the responsibility of management is 
a very great one. No longer can a man- 
ager permit someone else to do his job. 
“Others may do the footwork for you 
but you personally must do the head- 
work, You must take upon your shoul- 
ders the success of every man in your 
agency.” He warned alsaagainst the de- 
sire for volume, saying, “Let’s not be 
volume crazy. Let’s not be crazy ex- 
cept over the service we can render in 
the development of individual initiative 
and self-reliance and through that 
Americanism.” 

Among those present to welcome Mr. 
North, in addition to the general agents 
and managers, were Commissioner Car- 
penter, F. V. Keesling, vice-president 
West Coast Life, and LaNoue Matta, 
superintendent of agencies Acacia Mu- 
tual. Commissioner Carpenter spoke 
briefly in welcoming Mr. North and paid 
a tribute to the late F. J. Williams, 
whom Mr. North succeeded. 

James A. Smithies, Metropolitan su- 
perintendent of agencies at the Pacific 
Coast head office, was introduced. He 
said that his family represented 160 
years of service with the Metropolitan, 
he having four brothers with the com- 
pany, one in the medical department and 
three agents. 








Merle Thorpe Will Address 
Giant Policyholders’ Rally 





Will Be Notable Feature of Na- 
tional Association in Denver — 
Other Program Details Given 





DENVER.—Merle Thorpe of Wash- 
ington, D. C., editor of “Nation’s Busi- 
ness” and a prominent radio speaker 
and authority on economics, will address 
the giant policyholders’ meeting at the 
Denver city auditorium the night of 
Aug. 24, as one of the features of the 
annual convention of the National Assa- 
ciation of Life Underwriters, on “How’s 
Business?” 

State and city officials, officers of the 
National association and prominent 
Denver and Colorado citizens will be 
on the platform. A special musical en- 
tertainment will be put on under the 
direction of Jules Brazil of Miami, con- 
vention sang leader, assisted by Viola 
K. Lee at the pipe organ, the St. Louis 
Negro quartet and the Houston Mexi- 
can Serenaders. 

Isadore Samuels, New England Mu- 
tual, Denver, general chairman of the 
host association, will preside. The audi- 
torium will seat 12,000 people and a ca- 
pacity crawd is anticipated. 


Breakfast Session on Tuesday 


A breakfast meeting for the speakers 
of the general agents and managers’ 
section and trustees of the National as- 
sociation will be held Aug. 24. Follow- 
ing the morning session of the general 
agents and managers, a buffet luncheon 
will be served in the same room. Around 
500 are expected to be present. 

So that no one present at the session 
will have any difficulty in following the 
panel discussion of the six “presenters,” 
which will be a feature of the meeting, 
three microphones are to be installed at 
the table around which the speakers will 
be grouped. 

One addition to the afternoon sales 
seminar in the woman’s day program 
Aug. 24 has been announced by Miss 
Helen Rockwell of Cleveland, chairman 
of the women’s committee. Mrs. Doro- 
thy Stake of Denver will speak on 
“Problems of Approach.” One or two 
of the speakers originally scheduled for 
this session have indicated that they 
will be unable to attend. 

T. K. Carpenter, special agent for 
Northwestern Mutual in the McMillen 
New York agency, is not going to Den- 
ver and hence will not give the talk for 
which he was scheduled at the Million 
Dollar Round Table session. 

All convention guests will be enter- 
tained Thursday afternoon by the host 
association with a trip through scenic 
Bear Creek canyon to Evergreen and 
Troutdale-in-the-Pines. They will be 
provided an outdoor feast around a 
blazing camp fire and will be entertained 
by an Indian tribe performing native 
dances and by a group of singing caw- 
boys. The guests return to Denver by 
the way of Lookout Mountain, from the 
top of which they will be able to see 
the million twinkling lights of the city 
below. 

Mrs. Curt A. Schroeder, in charge of 
entertainment for the wives of delegates, 
announces that the schedule will include 
a Tuesday afternoon trip to the Colo- 

(CONTINUED ON PAGE 11) 








Holds That Agents 

Kansas City Life 

Are Not Employes 
Bureau aE ea Rev- 


enue Has Passed on the Con- 
tract of This Company 





The bureau of internal revenue has 
ruled that agents of the Kansas City 
Life are not employes within the mean- 
ing of the social security act. This de- 
cision is similar to the recent one in the 
Northwestern Mutual case and was 
based upon a study of the company’s 
contract and agency methods, the inter- 
nal revenue department reaching the 
conclusion that the company had no 
right to control the time or working 
methods of its agents and that conse- 
quently they were independent contrac- 
tors. 


Essential Features Given 


The essential features of the Kansas 
City Life contract which led to this con- 
clusion, stated in a communication ad- 
dressed to F. W. McAllister, vice-presi- 
dent, general counsel over the signature 
of Morrison Shafroth, chief counsel of 
the bureau of internal revenue, are that 
the agents’ contracts give the company 
no right to prescribe rules governing the 
development of clientele, time or place 
of solicitation and other physical activi- 
ties; that the agents can come and go as 
they please, are not directed or con- 
trolled as to whom they shall solicit, 
not required ta spend a fixed amount of 
time in working for the company; are 
not furnished with means of transporta- 
tion, a place to work or any expenses;, 
that the company does nat have the 
right to discharge an agent or cancel his 
contract, except for cause and, finally, 
that an agent’s compensation is not 
measured or determined by the time 
employed, but is received in one sum 
for a single transaction and only on the 
completion thereof. The company’s 
book of rules and practices, in the opin- 
ion of the internal revenue department, 
does not regulate the activities of its 
agents, but simply gives agents infor- 
mation so that applications submitted 
by them will conform to the company’s 
rules and methods of conducting its 
business. 


What Constitutes an Employe 


Article 205 of regulation 90, issued in 
accordance with the social security act, 
stipulates that the relation of employer 
and employe exists, regardless of what 
titles are used, where the person for 
whom services are performed has the 
right ta control and direct the individual 
who performs the services, not only as 
to the result, but as to the details and 
means by which that result is accom- 
plished. It is not necessary that the 
employer actually direct or control the 
work, the important point being that the 
employer must have the right to do so. 
The right to discharge is also an im- 
portant factor. Where, however, the in- 

(CONTINUED ON PAGE 6) 
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Public’s Aversion to Being Served by 
An ‘Ex-Something’ Will Force Reform »+ +m 


(Mr. Merrill is personal producer for the 
A. M. Embry agency of Equitable Life of 
New York, at Kansas City. He has been 
unit manager in Kansas City; was for 
three years, and successfully, manager for 
the agency at Columbia, Mo., personally 
produced a, large amount of business an- 
nually for” several years in, Hutchinson, 
Kan. He was professor of psychology at 
Kansas State College before entering life 
insurance.) 

We Americans think more about the 
dangers of speed in our motor cars than 
we do about the errors of our frantic 
pursuit of success. How we love suc- 
cess maxims! We are warned to think 
never of failure, but always of success. 
No one is interested in why some men 
fail; we are all interested in why a cer- 
tain man has succeeded. This is the 
philosophy of our mental traffic. 

In the hazards of street and road traf- 
fic, we have more- common _ sense. 
Though our car head-lights at night 
show us where to drive, road workers 
still are strictly required not only to 
build white barriers around repair work 
left overnight, but alsa to hang red lan- 
terns as additional warnings where not 
to drive. Furthermore such repair work 
is urged to smooth completion without 
unnecessary delay. Red flares by night 
and red flags by day warn us motorists 
away from stalled trucks around the 
curve. But in the pursuit of success, we 
become fanatical, and give little heed 
to precautions which might reduce the 
possibilities of failure. 


One-Sided Treatment 


In the life insurance business, “Why 
Men Succeed” or “Why Managers Suc- 
ceed” is a sure-fire catchy title for a 
speech or a magazine article. Why the 
lure and appeal? Largely because so 
tew of us do succeed. We know by ob- 
servation that the odds are against us, 
and we read the article, hoping to 
get a “hot tip—inside information.” 
From all the various writers I observe 
in our magazines, this general subject 
of agency success receives a one-sided 
treatment. About the only experienced 
observer whose voice is heard regard- 
ing the agency system is the “man on 
horseback,” the manager who, despite 
all handicaps, still is in the saddle and 
who, because of that position, commands 
attention. Someone apparently has over- 
looked the fact that maybe the ex-man- 
ager who has returned to his rate-book 
work did an even more thorough job of 
analysis, but being unable to move a 
mountain, simply went back to his first 
love of the life insurance business, the 
rate-book. Is it not reasonable to sup- 
pose that he really worked and dug into 
the bedrock before he abandoned the 
managerial field which he had previously 
entered with such hope and ambition? 
Nevertheless, we have let him go, with 
a modest news line that he has “returned 
to personal production.” 

This process leaves all the publicity 
writing to the manager who persists as 
such. Naturally this man takes the po- 
sition that the success of agents is al- 
most entirely dependent on supervision 
—his supervision. (Instinctively we give 
credit to ourselves, and all in sincere 
good faith! A man must believe in him- 
self to do any sort of work in an effec- 
tive manner.) Let us hand laurels to the 
ingenuity and furious energy of the man- 
ager who makes a good showing despite 
the haphazard system of selection prev- 
alent in the agency field. However, as 
this unique combination of human dy- 
namo moves along, does his new organ- 
ization system present a public front ta 
compare favorably with the magnificent 
showing of the institution of life insur- 
ance as. managed in its home office de- 
partments? Are there even the seeds of 
both practical sense and idealism in the 





average agency organization procedure, 
to compare with the accomplishments of 
our home office organization? 

Inspired by our own social and eco- 
nomic powers for good, we in the busi- 
ness seek a more skilled and professional 
standing. The depression proved beyond 
any doubt that we have the preeminent 
financial structure to offer the public. 
We know now that the public is ready 
as never before to use the services of 
life insurance. We believe that if we 
merit respect, we can persuade our cli- 
ents to own still more respectable 
amounts of appropriate types of policies 
to accomplish more respectable and 
honorable things in the future. As we 
think on this subject, we abruptly are 
confronted with the hard fact that the 
ideal underwriter must be not only a 
person of high character and skill in this 
work of social engineering, but also he 
must be a powerful salesman. He can- 
not take his prospect a policy (or worse, 
a brief) for the prospect’s family to en- 
joy a nice “family income” ride all Sun- 
day afternoon. By the time that family 
really needs a family income vehicle to 
use regularly, the undertaker and not 
the underwriter will be getting some 
business from them. Neither can the 
life insurance man take a nice educa- 
tional fund for the.mother “to try it out 
right in her own kitchen for a week, at 
no obligation of course.” By the time 
that mother’s bright youngster really 
needs the demonstration for immediate 
use, this same mother, considerably 
changed in appearance, will be weeping 
in all genuine sincerity because her son 
must stop school and go to work ta keep 
the two younger children in school. This 
suggests the true underwriting sales 
problem. The most abstract sales com- 
modity ever ta ‘be sold, for future de- 
livery (at an uncertain time) and sur- 
rounded by implied suggestions of death 
that no one wants to think about—this 
is the article which our salesmen must 
urge the public to consider and buy. 
Are we in competition with one an- 
other? No! We are in competition with 
all the world of immediate desires which 
positively vamp us into buying now. 
Every magazine advertising space, every 
daily paper, every street corner and sub- 
urban slope—even the sky—is filled with 
attractive ads, invitations to buy. And 
we persuade men to become life under- 
writers! Yes, because to the successful 
ones there comes the double reward of 
good pay and deep personal satisfaction 
in human relationships. 


Turmoil of Agency Turnover 


The agency manager and his assis- 
tants proceed to recruit new agents. 
Men are sought after to become real 
underwriters. What system is furnished 
to guide the agency organizers? What 
scientific home office aids do they have? 
What fields are recommended in which 
to hunt for desirable men for this high 
class but difficult business? What ob- 
stacles invariably are being encountered? 
Have other businesses and professions 
ever had such problems? Have they 
made advancement toward solutions? 
Can life insurance effect similar re- 
forms? As these questions are discussed 
in this article, the last question assuredly 
must be answered with an unmistakable 
“Yes.” As one manager puts it, “Life 
insurance has gained its high position 
not because of but in spite of its agents,” 
and we now have our business so much 
in the public eye that we are receiving 
an ultimatum from the public to bring 
our field force up to a level high enough 
to justify the faith which we ask the 
people to have in us. A terrific turnover 
of agency personnel, largely because of 
a dismal lack of success for a large per- 
centage of our agents, reflects unfavor- 
ably on this great business of ours. We 





want the public ta consider our compa- 
nies to be stable, permanent—yes, per- 
petual—institutions, here throughout the 
generations ahead. Yet, the portion of 
the company to make virtually the only 
personal contact with most policyhold- 
ers, that is, our agency force, is in a 
state of constant change. Much as this 
may be regretted for the sake of the 
public and the companies, we should de- 
plore it for the sorrowful effect on the 
agent and his family. We cannot call 
ourselves part of a humanitarian insti- 
tution, and be indifferent to what this 
turmoil does to the man who does not 
make good in our business. 

Two major obstacles confront the or- 
ganizer: 

(1) There is practically no well-spring 
source of young material with any prep- 
aratory schooling leading toward life 
underwriting as a profession. 

(2) The organizer is not authorized to 
guarantee a living income to any likely 
new men whom he would like ta put 
under apprenticeship. 


Supervising the Agent 


In the first of these obstacles lies the 
real problem of agency turnover. Will- 
ingly do I acknowledge that supervision 
has much to do with it. However, I 
know from my own records that my re- 
sults with old agents, who had survived 
the first elimination, brought out the fact 
that when an agent feels established he 
usually can ‘be supervised. 

If we are trying to supervise some- 
thing that we simply have “caught on 
the first bounce,” by what sort of men- 
tal gymnastics can we be sure of any- 
thing? Simply this: Let us just be frank 
and impartial for once, and admit that 
in a majority of instances, the new agent 
comes to life insurance from another 








Central Life of Illinois 
Makes Advantageous Trade 
of Home Office Property 





Central Life of Illinois has greatly 
improved its position as a result of an 
unusual real estate transfer that has 
been consummated by President Alfred 





ALFRED MacARTHUR 


MacArthur. The present 16 story home 
office building at 720 North Michigan 
avenue, Chicago, together with adjacent 
property to the rear in Rush street, has 
been exchanged by Central Life with 
the Marshall Field estate for the 19 
story Chicago “Times” building that 
(CONTINUED ON PAGE 8) 


business, or recent business connection, § 


By that very act, he already is exercis. 
ing the habit of change of occupation 
following an unsuccessful—hence yp. 
satisfactory—experience in a previous 
occupation. It may easily be that he 
has misfit several other occupations 
before, in desperation, he submits to , 
“try at the life insurance game.” (Before 
any exceptional agent takes issue with 
this suggestion that agents are previous 
failures, let him reason it all out and 
look about him. For example, in my 
own case, I resigned from the best job 
I had ever had, in the face of the best 
raise I had ever had, because I finally 
had been forced to conclude that, in my 
occupation, financial advancement came 
so slowly that my family expenses wer 
winning the race. Unsuccessful? Yes; 
on at least one very important point to 
a dad.) 

The agent so appointed comes into 
our business with some definite handi- 
caps: 


Has Defeatist Attitude 


(a) A defeatist attitude hangs over 
him from his previous job. 

(b) He has observed before that a 
large percentage of others who have 
tried the life insurance business have not 
succeeded; and he no sooner gets a desk 
in his agency office than he sees the 
merry whirl first hand, as the process 
goes on for some of his weak and weak- 
ened fellow agents. 

(c) His reserve savings usually are 
diminished to an approximate zero, or, 
even more likely, he has slid into a 
worrisome state of small debts to the 
proverbial “butcher, baker and candle- 
stick maker” before he was jockeyed 
into trying to sell life insurance. 

(d) He commences a difficult and new 
occupation with a limited and uncertain 
immediate income at an age and stage 
of family responsibilities far more ad- 
vanced than the usual case of young 
men starting their careers in other oc- 
cupations. Thus, he has help at least 
with his job of worrying, for all the kids 
and the wife join with him in that. Fu- 
ture commissions on deferred premiums 
are not legal tender at the grocery store. 


Not Immediately Worth Much 


(e) He is ‘not immediately worth 
much to the institution of life insurance 
or to the public needing insurance serv- 
ice; he has not had training or experi- 
ence. Hence the answer is not bigger 
commissions for what business he does 
get. Quite the reverse may be true. | 
have heard some accomplished managers 
declare that one of the surest ways to 
destroy the future usefulness of a new 
agent is for him ta chance into enough 
“windfall” business to pay a comfortable 
income in commissions for a month or 
two. It is said that this new man then 
may decline to proceed the regular way 
for sound preparation. Already he is 
“good” and “this insurance game is 4 
snap.” By the time he is shaken awake 
out of that dream he may have become 
discouraged into looking around for a 
try at another kind of livelihaod. ; 

You say that these five points still 
may be answered by “better super- 
vision”? Possibly so, but I have never 
heard of anyone setting his car’s emet- 
gency brake good and hard just before 
starting up a hill, simply to see whether 
the mator could still pull it. Certainly 
he would not want five of them all set: 
but our supervisor is charged with that 
task when our trial-and-error methods 
of selection load us with such handicaps. 

What is the answer? Well, without 
trying to be an authority, let us not 
evade the issue either. Our business 15 
a curious combination of salesmanship 





(a purely commercial classification) and 
(CONTINUED ON PAGE 8) 
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= New York City, announced last week 
"the issuance of the “1937 Year Book,” 


S undergraduate courses to home office 


ha graduate course, leading to a fellow- 
Sship award, which permits the selection 


J tute year 2,014 students employes of 
"life companies in the United States and 
= Canada, registered for 4,023 examina- 


the number of students over any pre- 


) I examinations this year with 
> laude” honors—Florence Weber, Massa- 
 chusetts Mutual Life, and John B. La- 


"certificates were awarded with “honor- 


D the associate designation with “honor- 
Sable mention”: 


> C.R. Corcoran, Manhattan Life; D. C 
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LIFE INSURANCE EDITION 








L.O.M.A. Institute 
Course Attracts 
Much Attention 


Some Facts Are Given 
Showing the Results of the 


Examinations 








The Life Office Management Asso- 
ciation Institute, 110 East 42nd street, 


which contains the results of student ex- 
aminations held in May. 
The L. O. M. A. Institute offers 


employes in the principles of life in- 
surance and advanced life insurance and 


of a major and minor in subjects of the 
student’s choice. During the past insti- 


tions. This is a substantial increase in 


vious year, 
Awards Made to Students 


Two students completed the Course 
“cum 


throp, Union Labor Life. Course I 
able mention” to the following: 

Dorrance B. Glasscock, California- 
Western States; Paul E. Mais, Teachers 
Insurance & Annuity; Charles V. Booth, 
State Mutual Life; Iver Olsen, Mutual 
Life of New York, and Norman L. 
Knef, Mutual Benefit Life. 

The following students were awarded 


Dirk Heezen, National Guardian Life; 


> Remmy,. General Mutual; S. L. Shea, 
| Massachusetts Mutual, and J. R. Adams, 
' Liberty National. 


Further Data is Given 


Further institute data is presented: 
107 life companies were represented 
/ among this year’s students. In addition. 
there were students associated with state 
Insurance departments, other life asso- 
ciations, and universities. 298 certificates 
Were earned this year by students who 
completed Course I, “Principles of Life 
Insurance.” 1,500 certificates have been 
granted since the institute. was organ- 
ized in 1932. 113 associateship diplomas 
Were granted this year to students who 
ave completed Courses I and II or IIA. 
here are now 315 associates of the in- 
Stitute. 55 students have completed all 
examination requirements of Course III, 
and two of them have presented accept- 
able theses, and are recognized as fel- 
lows of the institute. The fellowship 
diplomas will be awarded at the annual 
Seminar of the institute, Sept. 29, at the 
gewater Beach Hotel in Chicago, the 
first day of the annual meeting of the 
‘ife Office Management Association. 
Fellowships will be awarded to the fol- 
lowing: C. W. Brierley, Massachusetts 


Mutual, and L, B. Soper, Connecticut 
General, 


Field Office Course 


The new field agency office manage- 
—— course IIA, which was available 
2 Its entirety this year for the first 
Ime, attracted a very satisfactory num- 
er of new Students. Officers of mem- 
: companies who are responsible for 
cue | office and agency personnel are 
: Usiastic about its possibilities for the 
* ; Improvement of those employes, and 

1S expected that many who have not 


De Celles Has Parley on 
Treatment of Real Estate 
in Annual Statements 





A conference on real estate and mort- 
gage problems is being held in Boston 
this week at the call of Commissioner 
De Celles of Massachusetts, In calling 
the conference, the commissioner sug- 
gested an agenda. This includes a dis- 
cussion of those items that may prop- 
erly be capitalized and included in the 
market values appearing in annual state- 
ments. Another question is whether un- 
paid interest should be capitalized, 
whether expenditures for improvement 
may properly be capitalized; what ex- 
penditures may properly be made for 
improvement; how far should a com- 
pany expend its funds to make its prop- 
erty salable. 

Another subject for discussion is a 
suggestion for the department to follow 
in determining period of extension to be 
allowed. For instance, what period of 
extension should be allowed if a com- 
pany has earned an average net rental 
of at least 3 percent on a _ property 
during the past three years? How long 
an extension should be granted if a com- 
pany is selling a property under an 
agreement where the installments are 
payable over a long period of years? 
Should there be any final limit, such as 
15 years, from date the company 
acquired the property by foreclosure? 
What consideration must be given to 
laws of other states? 





William Brosmith of the 
Travelers Critically Ill 


William Brosmith, vice-president and 
general counsel of the Travelers, suf- 
fered a heart attack last week and is 
critically ill, Prayers for his spiritual 
welfare were asked at masses in St. Jo- 
seph’s Cathedral in Hartford Sunday. 








Life Managers in Chicago 
Pay Tribute to S. T. Chase 





Gather at a Banquet to Honor 
Retiring General Agent of Con- 
necticut Mutual Life 


At a banquet Tuesday evening promi- 
nent Chicago life insurance men were 
invited by the Connecticut Mutual to 
be present and pay tribute to the retir- 
ing general agent, Samuel T. Chase, 











SAMUEL T. CHASE 


dean of its general agents, and to wel- 
come his successor, C. J. Zimmerman. 
Mr. Chase is nearing three score years 
and ten and is remarkably well pre- 
served. He was a famous amateur ten- 
(CONTINUED ON PAGE 9) 








in the last week of August. 


pants. 


the underwriting branch, 


THE PENN MUTUAL 


Independence Square 





(CONTINUED ON PAGE 9) 








Denver 


Greater than any other life insurance convention is the 
annual of the National Association of Life Underwriters. This 
year, as everybody knows, beautiful Denver will be its host 


Agency management and life insurance salesmanship, from 
the demonstration of recruiting methods to demonstrations of 
the effective in salesmanship will have star sponsors. 
Million Dollar Round Table will glitter, as usual, and bristle 
with famous talent. The Quarter Million Dollar Round Table 
of women underwriters will be occupied by many able occu- 
And the C.L.U. will notably celebrate. 


The flash of brilliant minds, the distribution of cash-value 
knowledge, the inspiring unity of spirit and purpose, and the 
fraternizing of men and women from all parts of the country, 
will make attendance profitable and delightful for every man 
and woman from the Field, and for all others who work in 


We wish for the Convention the rich success it will deserve. 
7) 


WM. H. KINGSLEY, President 


The 


LIFE INSURANCE CO. 


PHILADELPHIA 





Give Card for 
Annual Meeting of 
Fraternal Congress 





Outside Speakers at Con- 
clave in Columbus Include 


Bowen and Robbins 





The program for the annual conven- 

tion of the National Fraternal Congress 
in Columbus, O., Aug. 30-Sept. 2, has 
now been completed. 
The executive committee will go into 
session Sunday, Aug. 29, with President 
S. H. Hadley, head of the Protected 
Home Circle, presiding. Mrs. Dora 
Alexander Talley of Woodmen Circle, 
is now vice-president of the Congress 
and will doubtless be elected president 
at Columbus. Foster F. Farrell 1s sec- 
retary and manager. 

On the same day the Fraternal Field 
Managers Association with R. M. Nor- 
rington, Gleaner Life, in charge, will 
have a meeting. 

On Monday the various sections will 
hold their meetings. T. H. Walters, 
Junior Order of United American Me- 
chanics, will be in charge of the presi- 
dents section meeting; Allen P. Cox, 
Order of Mutual Protection, secretaries 
section; Dr. A. M. Limburg, A. O. U. 
W. of North Dakota, medical; John A. 
Willo, National Slovak Society of 
U.S. A., law; R. B. McCain, Ben Hur 
Life, press; D. W. Baumann, Maccabees, 
state congresses, and W. M. Curtis, Ben 
Hur Life, actuarial. 


Mayor and Governor Slated 


On Tuesday the address of welcome 
will be given by Mayor Gessman of 


Columbus. Governor Davey of Ohio is 
scheduled to give greetings. Franklin 
Rubrecht, Royal Arcanum, president 


Ohio State Fraternal Congress, will give 
a welcome. Mrs. Mary Baird, Woman’s 
Benefit Association, president Canadian 
Fraternal Association, will bring greet- 
ings from the Dominion. Mrs. Dora 
Alexander Talley will respond. Mr. 
Hadley will give his report, followed 
by Mr. Farrell. 

L. D. Lininger, Protected Home Cir- 
cle, will report as chairman credentials 
committee and John V. Sees, Standard 
Life Association, will report as chairman 
auditing committee. 

On Tuesday afternoon Fred A. John- 
son, Royal League, chairman committee 
on lodge activities, will give an address 
on his specialty, Col. C. B. Robbins of 
Chicago, general manager American Life 
Convention, will give an address: “The 
Outlook for Insurance Investments in 
the Future.” C. L. Biggs, Maccabees, 
chairman committee on general welfare, 
will give a talk: “Fraternal Welfare 
Work.” J. E. Little, Maccabees, will 
give a talk on “State of the Order.” 
N. J. Williams, Equitable Reserve Asso- 
ciation, will report as chairman of the 
committee on distribution. 


Service Main Banquet Speaker 


At the banquet Tuesday evening Mr. 
Hadley will act as toastmaster. The 
main speaker will be Fred A. Service, 
Frotected Home Circle. 

Wednesday morning Mrs. Louisa 
Minor, Maccabees, chairman committee 
on junior membership, will give a talk, 
“Juvenile Work.” Superintendent R. L. 
Bowen of Ohio will give an address: 
“Some Phases of Fraternal Protection.” 
Then comes election of officers, followed 
by reports of Anna R. Downes, 
Women’s Catholic Order of Foresters, 
chairman committee on fraternal ethics, 
and Richard F. Allen, Standard Life 
Association, will report as chairman of 














the committee on legal cooperation. 
(CONTINUED ON PAGE 9) 
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New Premium Tax Is Imposed 
in District of Columbia 


Levy of 2 Percent Approved by 
Congress—Agents Hit by Gross 
Receipts Tax Feature 





WASHINGTON, D. C.—A 2 percent 
tax on net premium receipts in the Dis- 
trict of Columbia is provided for in a 
new tax bill agreed to by Congress. 

The new levy will apply to all “domes- 
tic, foreign or alien” carriers, whether 
organized as stock, mutual, reciprocal, 
Lloyds, fraternal or any other type of 
insurance company or association, with 
the exception of relief associations of 
government or business employes and 
fraternal organizations which issue con- 
tracts of insurance solely to their own 
members. 

The tax will apply to all policy and 
membership fees and net premium re- 
ceipts on all insurance contracts on risks 
in the district, with the exception of 
marine insurance, which is_ reported, 
taxed and licensed under the District of 
Columbia marine insurance act of March 
4, 1922. 


Gross Receipts Tax Hits Agents 


Under another provision of the bill, 
imposing a gross receipts tax of % of 
1 percent of all receipts in excess of 
$2,000, independent agents are probably 
to be included, the measure providing 
that persons and firms operating on 
commission shall consider their commis- 
sions their gross receipts. This tax ap- 
plies to practically every business and 
professional man and organization in the 
district. 

The insurance tax provisions of the 
bill reqifire that every company shall 
take out an annual license, at a fee of 
$25. Operation without a license car- 


ries a penalty of $100 for each day. 
Companies are required to file an an- 





nual statement, accompanied by a fee of 
$20, and pay the receipts tax for the 
preceding calendar year before March 1 
of each year. 





Illinois Code Exemption 
Provision Is Being Studied 





Life insurance people in Illinois have 
been studying the implications of sec- 
tion 238 of the new insurance code of 
that state which exempts the proceeds 
and cash value of insurance policies or 
annuities from attachment of creditors 
for debts of the assured when the bene- 
ficiary is a wife or husband, child, parent 
or other person dependent upon the in- 
sured. 

In the past in Illinois there has been 
no specific exemption provision. Pro- 
ceeds of policies payable to a named 
beneficiary could not be attached for 
debts of the insured because those pro- 
ceeds became the property of the bene- 
ficiary and were not in the assured’s 
estate. However, the cash value could 
be seized and during the depression 
many assured were forced to sacrifice 
their protection in order to take down 
cash value and meet the demands of 
creditors. Some assured who knew they 
were in a vulnerable position undertook 
to protect themselves by making an ir- 
revocable assignment of the policy to 
one or more members of their family. 
This, many assured were loathe to do, 
because of the possibility of later family 
conflicts, but they chose that course 
anyway. 

Life insurance people are gratified 
that section 238 was included and they 
are especially pleased that it applies to 
annuities 

A good many agents are wondering 
now what advice to give customers 
whose policies are payable to a trust 
company as trustee. Some agents are 
bringing this situation to the attention 
of ‘their customers more or less as 
a means of renewing relationships in 
the hope of selling additional insurance. 





Fraternal Compend-Digest 
Is Excellent Reference Book 
for Life Insurance Men 





Life insurance men are frequently 
asked concerning fraternals and frater- 
nal agents are asked about so-called 
commercial companies. The “Fraternal 
Compend-Digest,” published by THE 
NATIONAL UNDERWRITER, is an acknowl- 
edged digest and reference book giving 
full facts regarding fraternals. It gives 
their rates, valuation basis, financial con- 
dition, history, contracts written, etc. 
There are 216 societies recorded. There 
are others providing accident insurance 
only. There is a department showing 
societies which have changed their 
names or status in recent years. Facts 
are given regarding juvenile insurance 
written by most societies. The percent- 
age of solvency of each society is showu. 
In fact, the book is a complete com- 
pendium of fraterna! insurance informa- 
tion. It sells for $2. 





Dissension Found Among 
the Industrial Organizers 





John M. Downey, secretary National 
Association of Industrial Insurance 
Agents, Southern building, Washington, 
D. C., writes as follows: 

“We thought you might be interested 
to know that on Aug. 4 the Baltimore 
chapter of the National Association of 
Industrial Insurance Agents was organ- 
ized, permanent officers, and national 
delegates elected. 

“Frank Deegen, 630 East 37th street, 
was elected president and national dele- 
gate, A. E. Kaiser was elected as the 
other national delegate. The other nine 
officers’ names and addresses will be 
furnished upon request. 

“Much enthusiasm was demonstrated 
at the meeting and it was quite a lively 
affair. Both the C. I. O. and A. F. of L. 





had their respective representatives pres- 


ent. They both were allowed to ay 
questions which were answered by oy 
general counsel, Horace C. Young, wi 
made the main address of the eveniy 
Mr. Young’s answers seemed satisfx. 
tory to everyone with the exception ¢ 
the labor union representatives. 

“The 
no further statements but the C, I, 9 
man continued to try ta talk but wa 


from speaking further. 


looking group of industrial agents, |; 
my opinion the Baltimore chapter jj 
be one of the leading chapters. 

“Incidentally I might mention the fay 
that a number of dissatisfied C. I. ( 
members in Philadelphia have voice 
the intention of filing petition with oy 
association for a charter. 

“The national convention of delegaty 
of all the chapters will be held at Was}. 
ington, D. C., on the 12th of thi 
month.” 





Braniff Lines Make Deal 


OKLAHOMA CITY.—The Branif 
Airways announces that a deal has bee 
arranged whereunder life and accident 
insurance for passengers, pilots an( 
other personnel in air transportation j 
available at reduced rates. Apparent) 
this is a London Lloyds proposition, 

Normal rates. are possible under ney 
policies available for pilots, excluding 
flight hazard, T. C. Braniff said. A con 
tract has been developed covering acc: 
dental death, disability and other injuries 
obtainable at a rate 30 percent less tha 
life companies require for accidentd 
death only. 





Agents Exempted in Michigan 


the Michigan unemployment compens:- 
tion act, just approved by Governor 
Murphy, specifically exempt from the 
act insurance agents whose compens: 
tion is chiefly derived from commis 





sions. 

















| A JEFFERSON STANDARD 


POLICY 
ISA i 


Says ~ 


specially developed Direct Mail program. 


HENRY HELPSELL 


Shoulders to the sales-wheel, August—Jeffer- 
son Standard’s 30th Anniversary Month— 


finds the field organization concentrated on a 


A. R. PERKINS—A gency Manager 


record breaking productive drive—an integral part of this drive being a 





Jefferson Standard Life Insurance Co. 


a 


JULIAN PRIGE PRESIDENT 


Pe 


GREENSBORO, NORTH. CAROLINA 






A. F. of L. representative maii 


heckled by the audience and refrainef 


“The hall was crowded with a fix 
» group 
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of “Ad” Conference Given 





Jamison and Allen to Be Chief 
Speakers at Briarcliff Meeting 
Sept. 13-14 





The topics to be discussed at the life 
sessions of the annual conven- 
tion of the Insurance Advertising Con- 


) ference, Sept. 13-14, at Briarcliff Lodge, 
| N. Y., are announced. On the first day 
; the principal speakers will be H. L. 
» Jamison and 


A. S. Allan. Mr. Jamison’s 
topic will be “Insurance Advertising 


' From the Standpoint of the Advertising 
' Agent and the Insurance Broker.” H 
| is a representative of Frank & DuBois, 
» insurance 
' “Color in Advertising and Printing” will 
’ be demonstrated and discussed by Mr. 
' Allan, of the Munsell Color Institute. 


Subjects for Discussion 


He 


brokers, New York City. 


In addition to the fire and casualty 


sessions on Monday, life company mem- 
© bers will discuss the following: 


1. “A Study of Current Insurance Ad- 


: vertising Campaigns in National Maga- 
zines.” 


9, “Value of Annual Statement Ad- 


» vertising.” 


3. “Trade Press Rates and Circula- 


' tions, Including Leading Trade Papers 
' Outside of the Insurance Business.” 


4. General Newspaper Advertising 


© by Insurance Companies.” 


The chair will be occupied during the 


I life sessions by A. H. Reddall, Equit- 
4 able Life of New York. 


The second day the following sub- 


© jects are on the program: 


1. “Life Insurance Week Advertis- 


” 


g. 
2. “Building Up More Friendly Rela- 


§ tions Between Company Publicity and 
» the Life Insurance Agent.” 


3. “The Value of Audited Circula- 


) tions.” 


4. “Building An Insurance Journal for 


' Insurance Agents.” 








NEWS OF WEEK 





Vv. S. Welch, second vice-president of 


Equitable Society, is installed as execu- 
» tive officer in Chicago in charge of pro- 


duction in the territory. Pagel 
*' 2 


Bureau of Internal Revenue rules that 


) agents of the Kansas City Life under 



















its contract are not employes. Pagel 
* * xX 


Merle Thorpe, editor of ‘“Nation’s Bus- 


| iness,” will address big meeting of pol- 


lcyholders in Denver as feature of 

National Association of Life Underwrit- 

ers convention. Pagel 
* * x 


Vice-President H. E. North of the Met- 
ropolitan Life decries the use of arti- 
ficial sales plans. Pagel 

*x * * 


announced for annual 

meeting of National Fraternal Congress 

in Columbus, O. Page 3 
* * 


Chicago life insurance men pay tribute 
to Samuel T. Chase, retiring general 
agent Connecticut oe Page 3 

* * 


Program is 


Life Office Management Association 
Institute Year Book for 1937 is issued, 
containing results of student examina- 
tions held in May. Page 3 

* * * 


Program for life sessions of Insur- 
ance Advertising Conference announced. 
Page 5 

* * * 


tecateer of G. A. Sattem, new superin- 

€ndent of agencies of Mutual Life, is 

reviewed. Page 5 
* * x 


Fe tad premium tax of 2 percent in Dis- 

ct of Columbia imposed by bill ap- 

Proved by Congress. Page 4 
* * * 


nouage Kroger of Grand Island, Neb., 

th 8 that the petition for a receiver for 

© Pathfinder Life of that city should 
P: 


thrown out. age 12 
*x* * * 

Convention examination report of the 

N eee * in Sees. Page 18 


of te Buckner, chairman of the board 
of the New York Life, gives an analysis 
e “Successful Agent.” Page 19 





500 Attend Boston Opening 
of Lincoln National 





BOSTON.—More than 500 insurance 
men, including home office executives, 
general agents, and field men, attended 
the opening of the new Lincaln National 
Life office in Boston. The office is 
under General Agent H. W. Jackson at 
100 Milk street. 

A feature was a greeting for each 
guest from Abraham Lincoln, wha was 
impersonated by F. E. Fennessy, Jr. 
He conducted each guest to an intro- 
duction to Mr. Jackson. 

It is Mr. Jackson’s plan ta establish 
agencies and branches in Massachusetts 
in the territory east of Worcester. 

Preceding the general reception, Mr. 
Jackson was host at a luncheon in honor 





of A. L. Dern, vice-president and direc- 
tor of agencies, and Medical Director 
W. E. Thornton.. Manuel Camps, Jr., 
president Boston Life Underwriters As- 
sociation; Lewis J. Gordon, president 
Boston General Agents & Managers As- 
sociation, and Fitzhugh Traylor, presi- 
dent Boston chapter C. L. U., delivered 
brief talks. 


Cincinnati’s C. L. U. Record 


CINCINNATI.—With the award of 
the C. L. U. designation to four Cin- 
cinnatians, 41 in the city now hold the 
designation. Cincinnati has more C. L. 
U.s per capita than any other city, rank- 
ing fifth among all cities in the country 
in the number of persons holding the 
degree, W. J. Mack, Northwestern Mu- 
tual, director Cincinnati chapter, states. 
The designation was won by R. R. Bal- 











lantyne, Mutual Life of New York; M. 
L. Bangham, Fidelity Mutual; G. 
Isphording and H. O. Schatz, New Eng- 
land Mutual. 





Bankers Life of Iowa Leaders 


Ten leading salesmen for the Bankers 
Life of Iowa in July were: T. S. Rein- 
hard, New York; J. H. Rowe, Chicago; 
T. J. Curtin, Jeannette, Pa.; Ek. G. Bry- 
ant, Walla Walla, Wash.; E. A. Trask, 
Jr., Huntington, W. Va.; H. M. Teare, 
New York; J. H. Cooper, Knoxville, 
Tenn.; A. L. Kugel, Caldwell, N. J.; 
P. L. Ferguson, Sparks, Nev., and D. 
D. Johnson, Youngstown, 

Ten leading agencies were: St. Louis, 
Chicago, Pittsburgh, Des Moines, New 
York, Cedar Rapids, Indiana, Spokane, 
Milwaukee and Colorado. 





Seventy-Fifth 


Anniversary 


The seventy-fifth anniversary of a life 


insurance company is an impressive 


event, for age sits well upon such an 


organization. Seventy-five years’ activity 


means an amazing number of services 


performed, both great and small. It 


means that generation after generation 


has been assisted. 


Our humble first office served only a few. 


Our present organization protects and 


benefits over five million people. 


We are proud now to be ready for the 


next and last quarter of our first century. 





JOHN GANLOCK MUTUAL LIFE INSURANCE LOMPANY 


BOSTON. MASSACHUSETTS HY WOE, Presiden 

















RECORDS 


Bankers Life, Ia.—-aid for business 
in the first seven months gained 10 per- 
cent, Of the 56 agencies, 41 showed 
increases and two were about even, 
There is a gain af $7,500,000 insurance 
in farce and more than $5,000,000 in as- 
sets, ‘The assets are now $208,900,000 
and insurance in force $738,757,201, 

Policy payments the first six months 
totalled $0,865,226, Of this beneficiaries 
received $4,187,423, and living policy- 
holders $5,677,808, 

Centrab States, Mo.——New business in 
July showed a gain of 77 percent over 
June and a 65 percent increase over last 
July, It was the best month since De- 
cember, 1035, 

Old Line Life, Milwaukee-——Admitted 
assets of $19,057,018, increase $375,000 
life insurance in force $76,017,067, gain 
#498,060, as of June 90, were reported 
by President Reilly, Gross income first 
aix months $1,790,953; surplus increased, 
Mortality rate very favorable, lapses de- 
creased 18 percent; new accident and 
health premium income gained 50 per- 
cent, total income increased 16 percent. 
Real estate department showed sales at 
satisfactory prices in both farm and city 








PH 
, 


properties, numerous inquiries received 
and brisk demand indicated for fall. 
Crop conditions on all farm properties 
promise largest incame earned over a 
number of years, 

Provident Mutual—Insurance in force 
increased $1,771,000 in July to $955,909,- 
000, New paid insurance was $6,409,000, 
an increase of $939,000 or 17.2 percent. 

Connecticut Mutual——Reports gain of 
$1,790,402 of life insurance in force for 
July and $25,480,060 for the first seven 
months, ‘Total insurance in force is 
$065,425,278, within $2,000,000 of the com- 
pany's all-time high in 1031, ‘Termina- 
tions for July were $879,756 less than 
for July last year, New and paid life 
insurance for the month was $6,798,276, 
Total paid business for the first seven 
months is $56,624,681, 10.3 percent 
higher than lasy year. 


a 


Cleveland Supervisors Elect 

The supervisors’ group of the Cleve- 
land Life Underwriters Assaciation met 
at the Hawthorne Valley Country Club 
to reorganize and make plans for the 
coming season, R, D, Wells, Prudential, 
was elected president; W. J. Schmidt, 
John Hancock, vice-president; D, Bi 
Hanson, Aetna Life, secretary, and C, 
I, Lutz, Equitable Life of New York, 
treasurer, 

For same time the supervisors group 
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has been more or less dormant and it 
was felt that a new program was needed, 
At this meeting there was an enthusias- 
tic discussion and plans were decided 
upon for six months, Round table dis- 
cussions will be featured, 


Testimony Not Admissible 

ST, PAUL.—The Metropolitan Life 
has won a reversal of a $2,600 verdict 
ona disability policy on the ground that 
the testimony of a physician is not ad- 
missible when his opinion as to the con- 
dition of the injured person is based on 
the history of the case as told by the 
injured person, 


Receiver for Golden West 

Wendell B. Carlinghouse of ‘Topeka 
was recently appointed as receiver for 
Golden West Life Insurance Association 
of that city. The association was in- 
carporated in’ 1932 and at the end. of 
193 reported assets of $10,927. George 
A, Sawyer was president and B, A, Sny- 
der secretary, 


Kelly Made Georgia Manager 

The Gulf Life has appointed J. Frank 
Kelly, Jr, manager of agencies in Gear- 
gia, with headquarters in Atlanta, He 
has been with the company 15 years as 
superintendent, special representative, 
and district manager at Tampa, Fla, 





MINNESOTA MUTUAL 


Ranks with the biggest and best on the 


six fundamental 


measures. For in- 


stance, take growth from 1926 to 1936. 


Average of 25 largest companies . . . 29.8% 
MINNESOTA MUTUAL..... . 53.6% 


WE OFFER !. 


SON Oo OH Sw PD 


10. 


A $200,000,000.00 Mutual Company, 57 years old with an understanding 
co-operative Home Office. 


This is the sixth of six statements of FACT about the Minnesota Mutual. 
If you want them all at once, write us for our booklet "FACTS." 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 


A liberal agency contract. 
A plan for financing your agency. 
Accounting methods to guide you. 


A unique supervisory system. 
Organized Selling Plan. 


Low Monthly Premiums. 


Proven plans for finding-—training agents. 
A liberal financing plan for your agents. 


Unusually effective selling equipment. 


Policies for every purposes: Regular—VJuvenile 
—Women—Group—Payroll Savings, etc. 
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Unique Plan Employed 
by Jefferson Standard 
in Developing Sales 





Henry Helpsell is a mythical charg. 
ter developed by the agency departmen 
of the Jefferson Standard Life for th 
purpose of getting over to the fel 





force its sales helps and messages, the 
style being highly informal, 

In the monthly magazine for agents, 

the “Jeffersonian,” there appears a car. 
toon in which Henry Helpsell is. the 
agent's. assistant, These cartoons de. 
pict the agent in the act of selling and 
as the interview moves along Henry ap- 
pears in’ a mysterious manner and 
guides the agent along the right. path 
Hle may appear in other roles, offering 
sales suggestions to the agent while he 
is in his office studying some plan. He 
may pep him up by suggesting several 
selling hints, or he may urge the agent 
to ‘begin a program of prestige building 
Henry Helpsell is exactly what his 
name implies—he helps the Jefferson 
Standard agent sell, The home office 
agency department and the Jefferson 
Standard’s 48 agencies use Henry's 
likeness and his style of writing in their 
agency bulletins, 
The Jefferson Standard has regis- 
tered with the United States commis: 
sioner of patents the name “Henry 
Helpsell” and the likeness of the mythi- 
cal character, 


Holds That Agents 
Kansas City Life 
Are Not Employes 


(CONTINUED FROM PAGE 1) 


dividual is subject to the control and 
directian of another, only as to the re 
sults to be accomplished and not as (9 
the means and methods for accomplish- 
ing the results, he is an independent 
contractor under the regulations. 


Material Was Submitted 


The Kansas City Life has 32 generé 
agents, compensated on a commissio® 
basis, and 10 salaried supervisors. The 
contracts of agents and general agents 
were submitted to the bureau of inters2! 
revenue, together with the companys 
rate book, boak of rules and_ practice 
and other information regarding the 
conduct of the company’s business. 
The bureau of internal revenue ha 
taken the position that agency contract 
farms alone are not the sole factor ™ 
making a decision on whether ages 
are employes or independent contrac 
tors, The bureau in its hearings ha 
been asking for full information regaté- 
ing the plan of agency organization an¢ 
operatian. Rulings on the cases of s¢v- 
eral other life companies are expecte 
in the near future, 





Get results by reading The Heart De 
eldea by Bertram Brownold. $1.50. Orde 











from The National Underwriter. 
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- How Sattem Entered Insurance 





The appointment of G. A, Sattem, 
heretofore St. Paul manager, as super- 
intendent of agents for Mutual Life, is 
a popular move with the field organiza- 
tion. He is well liked and the field 
representatives respect him for the rec- 


| ord he has made as a personal producer 
= and manager. 


‘ in McHenry, II. 


Mr. Sattem in his early days resided 
As a young man he 


| was an auctioneer, conducting sales in 


the neighborhood, One day while D. I. 
German, then supervisor of the Bruce 
Whitney Chicago agency of Mutual 
Life, now Toledo manager for Mutual 
Life, attended an auction that Mr. Sat- 
lem was conducting, Mr. German was 
impressed by the auctioncer’s manner, 
tackled him, took him into Mr. Whit- 


ney’s office and put him under contract. 


E German Gives Recollection 


SPE gy 


















Mr. German, who was questioned 
about his experience in recruiting Mr. 
Sattem, replied as follows: 

“A great deal is being said about the 
necessity for new methods of recruiting 
agents, educational qualifications, train- 
ing methods, etc., much of which is 
good, but it must be borne in mind 
always that the first and fundamental 
requisite of all sound recruiting is—A 
MAN. No amount of education, train- 
ing, or polish can make a successful 
agent out of a prospect unless he has 
sound principles of manhood to start 
with, but with a foundation of character, 
ambition and energy, any man can reach 
the highest rung in the ladder of suc- 
cess, NO matter how deficient in these 
embellishments he may be in the beyin- 
ning. I would not advocate a return 
to the ‘horse and buggy’ days of life 
insurance agency methods, but I insist 
that we should not lose sight of the 
essential need for manhood as the only 
sound basis in recruiting. 

“While, in the old days, we undoubt- 
edly made a good many appointments 
without getting any permanent results, 
we did, occasionally, pick a winner. 
Among all the men recruited by me in 
my career as agency organizer in the 
Chicago branch of the Mutual Life, 
none has given me more satisfaction 
than the appointment of G. A, Sattem in 
1912, at McHenry, JIL. 


Observed the Auctioneer 


“T reached McHenry, a little town of 
about 2.500 inhabitants, in the afternoon 
and walked over to the hotel. On my 
way I noticed a young man, apparently 
not more than 17 or 18 years old, con- 
ducting an auction sale on a cheap book, 
on the street corner, and stopped to 
listen. There was something about the 
youngster that held my attention. He 
had an easy, good-natured assurance 
that his listeners would buy his wares, 
a confidence in himself and his book 
that made one almost ashamed not to 
buy, if only to justify his confidence in 
himself, 

“After listening to him for a short 
time I made up my mind to try to 
enlist him in the ranks of the Mutual 
ife, so I approached him and asked 
him to accompany me to the hotel, as 
I had a sales position to offer that would 
afford broader scope to his abilities, be 
more permanent than what he was 
doing, and be much more profitable to 
him. He agreed to go with me. 


Outlined the Possibilities 


“Arrived at the hotel I unfolded the 
Proposition to him and outlined the 
Possibilities of the work. He was inter- 
ested, but evidently knew little or noth- 
ing of life insurance. I recall that he 
asked me how our assets compared with 
those of the Modern Woodmen, I paid 
no attention to his question except to 
Say that this was a different kind of 
Msurance and that no comparison could 
© made with justice to either company, 
€ repeated the question several times 
uring the course of the conversation 
and I sidestepped it each time. The 











G, A. SATTEM 


result was that he signed up as an agent, 
and went to work at once. He wrote 
an application before the day was out, 
and was a Steady, consistent producer 
from that time forth, The second year, 
he made the ‘Big Club,’ and he con- 
tinued to be a member thereafter as 
long as he remained in the field. 

“Mr, Sattem was promoted from time 
to time, as he gained in experience and 
knowledge of the business, and, even- 
tually received appointment to the man- 
ayership at Omaha. Jhe late George K. 
Sargent, vice-president in charge of 
avencies, made the appointment. Dur- 
ing the conversation in which Mr. Sar- 
gent was giving Mr. Sattem instruction 
and advice concerning his new field, he 
stressed the fact that it was very difficult 
territory. Mr. Sattem, with the quiet 
confidence in himself which is one of his 
outstanding qualities, said, ‘Well, Mr. 
Sargent, suppose you let me worry 
about that,’ 

“That was characteristic of Sattem. 
No undertaking was big enough or hard 
enough to daunt him. He knew if the 
job could be done by anyone he could 
do it. He never thought of failure, but 
always looked ahead with confidence 
that he could do the job and do it well. 
He was not in any sense egotistical—on 
the contrary, he was essentially modest 

but he had unbounded faith in himself 
that he could succeed in anything which, 
after due deliberation, he permitted him- 
self to undertake.” 


Hart Classifies Agents 

“There are seven types of salesmen 
who build up life insurance business 
mathematical, personality, strategy, plug- 
ger, systematic, head-on and _ idea,” 
Hugh D. Hart, agency director Pyramid 
Life of Little Rock, and former vice- 
president Penn Mutual Life, told a 
group of life insurance representatives 
at a dinner given in his honor at FI 
Dorado, Ark, 

Harold Anderson of the Pyramid Life 
was toastmaster and the speaker was 
introduced by Harold A. Wood of the 
Penn Mutual, 

Mr. Wart also addressed 
Club at Fort Smith, Ark. 


Stowell Agency Wins Plaque 

The Bert H. Stowell agency, New 
3runswick, N. J., Provident Mutual 
Life, has won the home office bronze 
plaque for conservation. 


the Lions 





Texas Company Moves 

The Home Life of Texas has moved 
its office from Houston to 915 Fort 
Worth National Bank building, Fort 
Worth. C. E. O’Brien, who has been 
identified with life insurance in Texas 
for 2h years, is now agency manager. 
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HE UTTER HELPLESSNESS of 

these baby hands tells a poignant story 
to every father of a wee lad: “It'll be many 
long years before those hands can earn 
their own living .. . and, until they can, 
it’s up to dad to provide money every 
month.” 


When a father gets to thinking along 
that line, he’s ready to hear about Multiple 
Protection. This is a plan that makes it 
economically possible for him, if he earns 
$45 a week or more, to leave his family 
$100 every month for 20 years—and then a 
generous retirement fund for his wife. 


Union Central representatives, intro- 
duced by national advertising like that 
shown here, have found Multiple Protec- 
tion so attractive to others that the plan 
has accounted for more than a third of the 
company’s recent business. 


The 
UNION CENTRAL LIFE 


Insurance Company 
CINCINNATI, OHIO 


Union Central's life insurance in force increased 


$4,810,528 in the first five months of this year. 





iti 


i % ali va The ' 
” t e lon Tne eed er Pe anda oe 
iy . grasa © 
h | — ‘ie num gmc olf 
A LEAVE / id petition ues & 
teens (8 OU eat lie yoann 004 
wr tat Bee \ «OS eyeny MONTH | are i wt 
ee ie eae 7 i $1 Aare sons veers wh 
4 degen’ gst Age jet, the 
the 3005 en 90 Og | 20 YEARS Tae ty a, 8 NOS 
¥ duson, Oe en | ing 945 i SA OM hay That 
4 “" 4 * earns ype Ve a i 
i yrs BNE, tere WAY be} mw | # you ** ore pan. Woe % 
od the gin A withers 9m! \ o week or ™ hin” 
pono is wine a yrs faswiby j —_ gureat seve 
y <i Oe v a yas” « camren 
agile! DOP se sme wa or, “. vme soveance COM? 
eye} pernner 
suk 7 ah te ee et 
Mh amet meas eH EE a Os). Sle Veet Oe Nw hd 











THE 








NATIONAL UNDERWRITER 





August 13, 193fAugust 1 





















PUBLIC’S AVERSION TO “EX-SOMETHING” 


(CONTINUED FROM PAGE 2) 








businesses want the desirable-appearing 
men, and will remove any uncertainty 
as to minimum income. (Advance ac- 
counts and loan funds are not the an- 
swer, regardless of the word pictures we 
paint.) 


Comparison with Professions 


counseling on family financial planning 
(very much a professional thing of an 
idealistic type). In order to make sure 
that we are taking fair samples for com- 
parsion, let us observe what commercial 
organizations do; and then what some 
of the professions strive for in their ef- 
forts to correct and avoid problems sim- 
ilar to ours.” 

Salesmen and other workers in com- 
mercial firms largely are paid salaries, 
necessary expenses, and various bonuses 
for “plus” business. This fact is so 
commonly known that I presume it does 
not require proof here. In fact, with the 
business recovery now in full swing, 
this competing force for salesmen is pos- 
sibly the greatest source of competition 
for insurance agency organizers. Other 


As for professional groups, they do 
not even consider for admission the man 
who has only one two-fold reason for 
wanting to join them; namely, “he has had 
an unsatisfactory business connection 
elsewhere, but still needs to make a liv- 
ing.” No, we see medicine, law, dentis- 
try, etc., set up standards of perform- 
ance, protected not only by tradition and 
a widely recognized code of ethics, but 
also by difficult admission examinations 


























HAVE I KEPT FAITH? 


When a family provider passes on without 
having insured his life adequately it means 
that some life insurance salesman has failed 
to fulfill his mission. 


You yourself know what prospects you 
have failed to convince and what havoc pov- 
erty would play with their loved ones. 


Make another try! Keep faith with those 
who must depend on you to see that they are 
protected. 


Each provider you insure is a testimonial 
to your service to the people. 

















and an accepted practice of a virtual ap- 
prenticeship following even after all the 
preparatory study. 

A few of the life companies recently 
are reported to be recruiting suitable 
men from college graduating classes, for 
work starting at a very nominal salary 
but with every good intention and op- 
portunity for training for advancement. 
The details of this new idea obviously 
can be worked out by the life companies, 
these same great firms who, in their ac- 
complishments, have given rise to a tra- 
dition of insurance home office efficiency. 
Suffice here to say that we must not be 
content to have our recruiting station 
among only men who are discontented 
with the jobs they have. Neither can 
we reasonably expect young men to 
flock to us when our own business has 
its present reputation for agency turn- 
over. Never, never, need we hope for 
that unless we guarantee them some in- 
come, to compete at least with national 
chain store organizations who are per- 
fectly willing to do so. Surely it is well 
worth the comparatively small invest- 
ment required, so that we who super- 
vise may do the selecting on the basis 
of the agent’s personality, training, and 
prospective ability; and that we get the 
first ten years of his productive life, in- 
stead of letting time run its course and 
make available to us an older group, the 
large proportion of whom to that date 
have demonstrated only their lack of an 
established place in life. This is reverse 
selection. It is as though, through poor 
planning, we carelessly wrote most of 
our applications for life insurance only 
after each applicant had had an unfavor- 
able personal history to cast a strong 
doubt as to his insurability. What 
would our home office underwriting de- 
partments think of that? And plenty 
would be said about our shameful ne- 
glect of unprotected families. The same 
concern needs to be felt when we con- 
sider the wastefulness of agency turn- 
over. Partly supervision, yes; but so 
much could be saved in better selection 
methods. 


Real Standard of Performance 


As this newer practice will grow, a 
real standard of performance can be 
formulated. The companies recogniz- 
edly will have every right to require the 
correct procedure while each recruit’s 
fitness and natural qualifications are 
being determined. (And a reverse sort 
of fact to prove the pudding good in 
another way: If here, under this proce- 
dure, we still get an occasional misfit, 
as will be true in any human situation, 
we can release him with much freer 
conscience, more good will and a better 
effect on the public in general if we 
have not dragged him despairingly 
along, getting him more deeply into 
debt, hoping against our better judgment 
that “he will get to clicking after a 
while.”’) ; 

The schools are not to blame for not 
training students for life insurance. No 
general organized movement has ever 
called the attention of school adminis- 
trators to a need for training in life un- 
derwriting. In the past, casual observa- 


‘tions had let them conclude that no spe- 


cial training was needed to get into the 
life insurance business. Now the move- 
ment is under way, but it is not being 
given enough definite publicity. A great 
decade for life underwriting is on us, a 
veritable golden age, and our agency re- 
cruiting system is as primitive, and 
merciless ta the new man, as a sabre- 
toothed tiger in polite society. 

The force which ponderously changes 
all things is headed slowly, but unmis- 
takably into this problem. The formula 
so often used, “Enough calls and enough 
interviews will solve any agent’s prob- 
lems,” is not satisfactory from the buy- 
er’s point of view. Calls about what? 
We have been so unintelligent in our 
recruiting and so piece-meal in our train- 
ing that we may just as well admit that 
our agent who has failed had no reasons 
(from the buyer’s point of view) for 
making even the few calls which he did, 
except that he, the agent, needed to 
make a living, or possibly his manager 
had started a contest. (Contests have a 











place in the agency, but very little plac 
in the buyer’s mind.) For the inter. 
views resulting from such calls, I only 
quote (with apologies to French his. 
tory): “Oh! interviews! What crimes ar 
oft committed in thy name!” 

In our eagerness for new _ busines 
volume, especially business from ney 
agency organization, we have too ofte 
shut our eyes against any consideratio 
as to how intelligently such policies 
were being placed with regard to th 
buyer’s true needs, and we have give 
a similar lack of consideration to how 
well such insurance stays sold. Such 
business, even in comparatively small 
percentages may “muddy the water” fo 
the established agent who is really try. 
ing ta get somewhere as an underwriter, 
The whole life insurance fraternity pay; 
for such fumbling methods. The sam 
public which now wants to buy in such 
satisfactory amounts, is arousing to, 
determination to be served by an insw- 
ance man who is more than an ex-some. 
thing. Dozens of times while I hay 
supervised territory these past three 
years, this idea has been vigorously in. 
troduced by people who were becoming 
insurance conscious. Reform will come 
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because we are being forced into it. (co 

Of one thing we can be certain: Thi Wedn 
“normal expectancy” of many of us wil yill give 
let us live to see the time when suchB Have \ 
blunders will not be tolerated in a busi MF Society.” 
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Central Life of Illinois sist 
Makes Advantageous Trade 1 
charge o 
(CONTINUED FROM PAGE 2) ets 
was constructed in 1928 and is located Ming, W. 
in West Wacker drive, near Wells I Massach 
street. There was no cash consideration Hof the c 
in either direction. Mr. MacArthur BA, W. F 
states that the head office of Centra report a 
Life will be removed to its new build- BP stitution 
ing, occupying the two uppermost floors, BH men of 
by Sept. 1. : on statu 
Although Central Life is giving wR Aid Ass 
more ground area than it gets in its new IMP port for 
property, it will now have about 34 B wit! foll 
times as much rentable space as ther BR cections, 





is in its present home office building 
The new building is far more utilitarian. 
It is regarded as more marketable and 
the rent that Central Life will charge 
itself will probably be only about ane- 
half what it has been. There will be no 


Life N 
Pa 


change in the book value of the Centra (Ce 
Life home office property despite the FR nis play 
fact that the new structure is regarded Ii ,, genet 
as having greater value. the com 
, , For son 
Difference in Ground Area largest 
The ground area of the Michigan ave fim ‘he cour 
nue building is small and because of the Execu 
necessity for employing so much spatt Fraser y 
for elevators and hallways, it is not Mand pres 
suitable for large sized tenancies. The MM the gene 
new building contains large areas of I dents w 
unobstructed floor space. Seven stories Hi Vice-pre: 
are occupied by the Chicago “Times who go 
and that publication in July signed a 1 J Coast 
year lease with the stipulation that the JR spoke, 
name of the building be unchanged. also on 
The Marshall Field estate was induced JM tribute 1 
to make the trade because it already Talks 
owns the rest of the block in which the J general 
present Central Life home office is > Ha past 
cated. Clation 
According to newspaper accounts, tlt spoke o 
Chicago “Times” property represetls agents 
more than $2,000,000 in land and build- able of 
ing and the Central Life building, 5 HM ducers, 
065,000 for site and structure. mae of W. 
The Field estate purchased the site dent of 
1927 for $615,000. The Chicago Evenit Associat 
Post Building Corporation leased it 1° B® general 
99 years and erected the present build- Presider 


ing at a reported cost of about $1,400 CEU 


000. When the “Evening Post” Well TM aver of 
out of business the Chicago “Timés the Lif, 
moved into the plant. : — 

Two months ago the Field estate t00k a 


back the property, wiping out a $1,800, 








000 leasehold bond issue, on a court . Here 
der issued because of non-payment ° a, 
ground rent and taxes. ee mid-west 

Central Life purchased the Michiga? here is. 
avenue property in 1922 for about $2); duction, 
000. The building was erected at 4 me 3 
of about $1,000,000. — 
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Book” for Course II will be available 















strated in the more satisfactory per- 


‘Annual Meeting of 


Society.” 


‘There will be a fraternal parade. 


port for the resolutions committee. Then 


Ssections. 


Life Managers in Chicago 


also on from 
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0. M. A. Institute 
ourse Attracts 
uch Attention 


(CONTINUED FROM PAGE 3) 


reviously learned about the course will 
vail themselves of it in 1938. 

New syllabuses for the 1937-38 Insti- 
te year are in process of preparation, 
nd will be mailed to the companies as 
oon as they are available. A new “Quiz 





is fall. It will be a valuable aid to 
tudents in their preparation for the ad- 
anced examinations, The “Quiz Book 
or Course I,” which was available last 
all, and its value in preparation for the 
our examinations of Course I was dem- 


entages of successful students. 





raternal Congress 


(CONTINUED FROM PAGE 3) 


Wednesday afternoon Mr. Service 
vill give an address: “As the Courts 
Have Viewed the Fraternal Benefit 
N. J. Williams, chairman 
ommittee on field work, will give a 
tak: “The Psychology of Life Insur- 
ance Salesmanship.” FE, M. Mason will 
conduct memoria! exercises and he will 
cive an address. 

That evening the activities are in 
charge of the Columbus local committee. 





At the final session Thursday morn- 
ing, W. T. Eldridge, A. O. U. W. of 
Massachusetts, will report as chairman 
of the committee on revision of blanks. 
A. W. Fulton, attorney of Chicago, will 
report as chairman committee on con- 
stitution and rules; R. T. Wells, Wood- 
men of the World, Omaha, will report 
on statutory legislation, and A. O. Benz, 
Aid Association for Lutherans, will re- 
the various 


will follow reports from 





Pay Tribute to S. T. Chase 


(CONTINUED FROM PAGE 3) 


ns player in his early days. He served 
4 general agent for 32 years and put 
the company on the map in his city. 
or some 10 years his agency was the 
largest the Connecticut Mutual had in 
the country. 

Executive Vice-president P. M. 

taser was on hand from the head office 
and presided over the dinner. Many of 
the general agents and association presi- 
dents were present. H. M. Holderness, 
vice-president in- charge of agencies, 
who goes to Los Angeles as Pacific 
ast supervisor, was present and 
spoke, Secretary H. N. Chandler was 
s the home office and paid 
tribute to Mr. Chase. 

Talks were made by E. B. Thurman, 
general agent New England Mutual and 
‘ ro President of the Chicago Asso- 
oe of Life Underwriters, who 
Bi: € on behalf of the Chicago general 
pa Harry T. Wright, of the Equit- 

€ of New York, represented the pro- 





ow A. E. McKeough, supervisor 
ptt A. Alexander & Co., and presi- 
iat of the Chicago Life Underwriters 


=a spoke; also E. M. Schwemm, 
paca agent Great West Life and 

sident of the Chicago Chapter of 
.U.; Ben H. Groves, assistant man- 











Profits Are Now Divided 
with the Workers 
The Atlas Life of Tulsa is put- 


ting into practical effect the prin- 
ciple of sharing the profits with 





employes. The directors passed a 
resolution stipulating that an ac- 
cumulative dividend of $1 per 


share annually is to be paid. 
Then the remainder of all dis- 
tributable profits shall be equally 
divided, one-half to stockholders, 
one-half to employes and agents 
on a commission. 








C. M. Cartwright, THe NATIONAL 
UNDERWRITER; Louis J. Fohr, W. W. 
Williamson, and Sidney Wellbeloved, 
Connecticut Mutual general agents in 
Chicago; Sidney Rosenbaum, Cleveland 
general agent. Mr. Zimmerman was 
introduced and made a most excellent 
impression. 


Mr. Chase’s Career 


Mr. Chase gave some reminiscent, 
philosophical and frank comment about 
his career. 

Mr. Chase graduated from Harvard. 
His first business experience was in a 
grocery in Duluth in 1892. From 1893 
to 1896 he was treasurer of the Kilmer 
Wire Manufacturing Company in Chi- 
cago. For three years he was an agent 
of the Northwestern Mutual in Chicago. 
He left to become president of the 
Royal Gas Light Company for four 
years from 1901 to 1904. He became 
general agent with the Connecticut Mu- 
tual in 1905. 

It is very interesting to record the 
history of the Connecticut Mutual Life 
in Chicago. Business was first written 
by John H. Reed, who started Sept. 30, 
1848, and kept on until July, 1855. Philip 
Thurber began writing Dec. 12, 1849. 
Thurber & Ring are on the records as 
having sent in applications from June, 
1852. Ring & Smith succeeded to the 
firm, Nov. 1, 1852. E. H. Ring then 
assumed the business Nov. 6, 1854. W. 
D. Smith started to pick up the reins 
Jan. 8, 1856, and John B. Ackley, Jan. 
20, 1858. 


First Recorded Contract 


The first recorded actual contract of 
the Connecticut Mutual in Chicago was 
made with L. D. Olmsted & Co., ef- 
fective May 1, 1862, continuing until 
June, 1864. Then there was a gap and 
Stearns & Dickinson became general 
agents Aug. 11, 1880. This was the first 
general agency contract. Mr. Dickinson 
died in August, 1881, and the senior 
member of the firm, John K. Stearns, 
became general agent, Oct. 7, 1881, and 
continued until he died, Jan. 2, 1904. Mr. 
Stearns was one of the picturesque, po- 
tent and successful general agents of his 
day. 

W. Percy Crenshaw succeeded him as 
general agent, being appointed April 11, 
1904, and ended Sept. 23, 1905. He had 
been Chicago manager of the Old Cove- 
nant Mutual of St. Louis. Samuel T. 
Chase then became general agent, con- 
tinuing until June 1 last. 

The Connecticut Mutual established a 
second general agency in Chicago in 
April, 1925, appointing Louis J. Fohr, 
who had been with the Travelers as gen- 
eral agent, his office being in the Mid- 
land building. 

The third general agency was ap- 
pointed in Chicago in March, 1927, Wil- 
liamson & Wellbeloved, having offices 
in the Westminster building, the firm 
consisting of W. W. Williamson and 
Sidney Wellbeloved. They were pre- 


a . ; : ; 

the Tor the Travelers and president of | viously with the Phoenix Mutual, Mr. 
tte Supervisors Club of Chicago; ! Williamson being manager. 

aS 




















WE HAVE A 
RENDEZVOUS 
WITH DESTINY 

















Somewhere out on the horizon of time, there is 


a signal for every man and woman. 


When it beckons, life insurance justifies its 


existence. 


The foresight of man is well repaid; the genius 
and the skill of the actuary; the integrity and the 
wisdom of Home Office management in enabling 


it to forward funds when the signal flashes; the 


persuasiveness and the perseverance of the under- 


writer in warning and preparing the individual for 


its call—elements all of these—the stuff of life 


insurance — justify every thought, every plan, 


every thing in the institution of life insurance. 


No profession in the world has such an impor- 


tant mission. 


‘satisfaction. 


For we have a rendezvous with destiny. 








The NATIONAL LIFE AND 











_ WANTED—ASSISTANT 
the life insure field. 
business, : 


TO GENERAL AGENT 


ity for a successful Chicago life agent who has ambition to advance in 
Duties consist of hiring and training new men and writing personal 


Prefer man ages 30 to 40. Agency is located in Chicago,. representing an outstanding 


hai western company. 
duct 


If you are an agent and believe you can develop your own agency unit, 


..s your chance. Compensation will be salary, bonus and full commissions on personal pro- 


ion, 


— Re hed ADDRESS G-17, NATIONAL UNDERWRITER 


ACCIDENT Inxsurance Co.,Inc. 











pa HOME OFFICE, National Building, NASHVILLE, TENN. 
%, £ C. A. CRAIG, Chairman of the Board, W.R. WILLS, President 1 
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Real Estate Appraisals 


Ir 1s to be hoped that the special com- 
mittee appointed by President Bow rs of 
the NATIONAL ASSOCIATION OF INSURANCE 
COMMISSIONERS to bring about uniformity 
in real estate appraisal technique, report 
forms and analysis will be able to agree 
on a line of procedure that will be fair to 
all concerped. Life companies have felt 
that any attempt at appraisals involves so 
high an expense that the results obtained 
did not justify the work that would be 
involved, 

In the past when commissioners were not 
so meticulous about putting on special in- 
vestigators and the like the appraisal was 
a very popular form of adding employes 
to the department or paying fees to those 
to whom the administration might be polit- 
ically indebted. In some cases. there has 
been a deliberate attempt on part of a few 
companies to pad values. However, this, 
we believe, is so limited that the extension 
of the appraisal system in a rather whole- 
sale way cannot be defended, 

Even where a commissioner 
sincere and honest in what he 
to do, companies have 


was very 
was trying 
taken the position 


Gain and Loss Exhibit 


Tuert has been considerable discussion 
among actuaries as to the possibility of 
eliminating from the gain and loss exhibit 
of the financial statements and other data 
required by insurance departments those 
features which can easily be distorted and 
misrepresented by critics of life insurance 
who have revenue dangling before their 
eyes. The gain and loss exhibit has cer- 
tainly filled a very valuable mission. 

The feature in it that causes the most 
criticism are the income and expense items 
in connection with lapsed policies. Actually 
there is little, if any, profit from this source 
and yet the gain and loss exhibit often 
reveals a profit running into large money. 
Therefore, those who do not go behind the 
returns use this as indicative of other 
called confiscations, The point is made by 
the mercenary critics that inasmuch as no 
cash values are paid in the early years the 


so 


that in these days when life companies 
must count the cost, the advantages from 
an appraisal did not justify the high ex- 
pense involved, Appraising always calls for 
experts and experts charge high fees, If a 
commissioner is satisfied with the policy of 
a company in its valuation of securities 
and has confidence in those that are ap- 
praising property, then seemingly nothing 
can be gained by going behind the returns. 
If there is convincing evidence that a com- 
pany. in order to create surplus has gone 
far beyond the bounds, then naturally there 
should be a check. The appraisal can be 
subject to grave abuses on part of state 
authorities. Frequently the value of prop- 
erty is subject to individual judgment and 
that may vary. 

After all, very few companies have to be 
watched. The great majority move along 
in an orderly procedure, their aim is always 
to give fair values on all their assets. With 
the convention examination now more 
firmly entrenched, it would seem that 
where companies come under its aegis 
there should be little need for independent 
appraisals, 


policyholders are treated unjustly as the 
amount that should go to them is turned in- 
to surplus. Yet, as a matter of fact, per- 
haps all this so called reserve has been 
used in acquisition cost. In the early years 
it is very difficult to arrive at a correct 
estimate of cost of lapsed policies and the 
proper The very 
fact that this is an actuarial and accounting 
question lends itself to misrepresentation 
and distortion by those who are ignorant 
or commercial. 

The committee blanks of the Na- 
TIONAL ASSOCIATON OF INSURANCE CoM- 
MISSIONERS has not had before it officially 
the matter of amending the 
exhibit or not requiring it. There have 
been some informal discussions with ac- 
tuaries. Whatever is done should be ac- 
complished after deliberate, judicial 


allocation of expenses. 


on 


gain and loss 


very 
and intelligent analysis. 


Disability Racket Exposed 


Tue total and permanent disability 
clause every now and then raises its arm 
to strike companies amidship. Officials 


have been watching with interest the action 
of the United States district attorney in 
New York City running down a ring of 
disability fakers, So far 40°) men 
have been indicted including eight lawyers, 
ten physicians and two former life agents. 
Until the New. York City revelations came 
out, the laymen did not realize how far it 


some 


is possible to go with artificial means in 
preparing subjects for disability examina- 


tion, It came out in the New York inves- 
tigation that individually some racketeer 
disability policyholders had collected as 


high as $12,000 a year. With the use of 
artificial means that vital 
effect on bodily functions it seemed to be 
almost impossible for physicians to arrive 
at correct 

Life companies naturally have been sub- 


would have a 


conclusions, 


ject to some imposition on part of disabil- 
ty claimants. There has been always an 
attitude of fairness and liberality. A life 
company hesitates always to deny liability. 
It means unfortunate publicity. The results 
are felt by agents in that territory. How- 


CANADA is fortunate insurance wise in 
some respects. One of its strong points 
is that the CANADIAN Lire INSURANCE 
Orricers Association, of which R, Leicu- 
ToN losrer is general counsel, has its 
membership rolls not only all Canadian 
companies but all licensed in the Dominion. 
Therefore when the organization lifts its 
voice it speaks for all. This organization 
is 47 years old and has 46 members, 28 


Speaks with One Voice 


 — 
ever, when there seems to be a delibera, 
intent to take advantage of a company ay 
deceive it in order to recover then ther 
should be no hesitation on the part of any 
company in fighting such a claim to the 
end. 





of the number being Canadian institution; 

Canada is unique in that it has bot 
federal and provincial supervision. Thy 
Dominion department concerns itself only 
with solvency of companies. It does qj 
the examining work with the exception 
those companies operating only in og 
province. Therefore local influence is a}. 
sent. The efficiency of the examination 
is notable. 








PERSONAL SIDE OF BUSINESS 





R. H. Watkins, 34, 
the Home Beneficial, Richmond,  Va., 
and son of the late D. R. Watkins, 
founder and president of the company 
for many years, died there after two 
weeks illness. 


vice-president of 





Dr. T. C. Erb, 66, senior medical ex- 
aminer in Boston for the Prudential, 
died of heart disease. He had been as- 
sociated with the Prudential for 40 
years, 


Harry E. McPherson of St. Joseph, 
neh ae formerly was an official of 
the Joseph Life and whose father 

was ph si is making a record with 
the New York Life. He started with 
it last February and by July 1 had writ- 
ten 13 applications for $306,500 and paid 
for $207,500. 


General Agent E. W. Allen of the 
New England Mutual Life in New York 
City has chartered the 40-foot cruiser 
“Cobra” and will spend his vacation 
cruising in New England waters, stop- 
ping at Boothbay Harbor, Me., for his 
company’s convention, Sept. 9-11. Dur- 
ing part of the cruise he will have as 
his guests President G. W. Smith and 
Mrs, ongge and Secretary Morris Capen 
and Mrs. Capen. 











Harry T. Wright, associate manager 
W. V. Woody agency of Equitable Life 
of New York in Chicago, has returned 
fram a ‘five weeks’ tour of Europe. In 
the first seven months of this year he 
has qualified for the Million Dollar 
Round Table of the National Associa- 
tion of Life Underwriters, his produc- 
tion having been $1,007,211 an 95 lives 
with premiums of $36,259 with the Equi- 
table alone. He is immediate past presi- 
dent of the Million Dollar Round Table 
and is’a candidate for reelection as na- 
tional trustee, 

Mr. Wright was accompanied by Mrs. 
Wright and the two Wright daughters. 


They stopped at Philadelphia to visit 
Vice-president A. E. Patterson of the 
Penn Mutual, and his family at his 


12-acre tract near Paoli. 


When W. M. Duff, president Edward 
A, Woods Company, general agents in 
Pittsburgh for Equitable Life of New 
York, was in Guatemala City recently, 
he was entertained at a luncheon given 





by Jahn G, Blane, general agent there 





for Pan-American Life. The Unite 
States minister, a number of public off. 
cials, agents of Pan-American Life an¢ 
representatives of other insurers, were 
guests. 





P. F. Connors, for 40 years with the 
John Hancock Mutual Life and _ for 
many years manager of one of its largest 
districts in New York City, is dead. He 
was ane of the best known of the older 
managers of the company. 





Mrs. Elizabeth Wall Weston, 7), 
whose husband, the late H. S. Weston, 
was for many years president of the 
Lamar Life, died at Jackson, Miss, 
The funeral was held at St. Paul's 
Catholic Church. 

Because of her illness, Dr. 


Segura, vice-president and agency direc. 
tor of the Lamar Life, whose wife isa 
daughter of Mrs. Weston, was unable 
to attend the company’s annual conven: 
tion at Biloxi, 


were held in Co 
lumbus, O., Monday afternoon for 
Mrs. Gertrude Hawkins, 55, wife of 
J. A. Hawkins, manager of agencies of 
the Midland Mutual Life, who died 
Saturday of heart disease. 

Mr. and Mrs, Hawkins 
their 33d wedding anniversary 
They went to Columbus from 
apolis 16 years ago. 


Funeral services 


celebrated 
July 12 
Minne- 


As the result of spinal injuries re 
ceived in an automobile accident sev- 
eral weeks ago, F. H. Sutton, 59, head 
of the ordinary department of | the 
Interstate Life & Accident, died in 
a Chattanooga hospital. He had been 


with the Interstate since its organiza 
tion in 1909, 
Judge and Mrs. C. S. Younger of 


Columbus, left Aug, 9 for a vaca- 
tion trip to the Pacific Northwest and 
Alaska. Judge Younger is_ president 
and general counsel of the Cooperative 
Life, the controlling interest of which 
is owned by Ohio Farm Bureau, and 
a former Ohio. superintendent. 


John B. Parker, of Mack & Parker. 
Chicago agency, and Mrs. Parker will 
leave Sunday for Estes Park, Colo. 
Before returning Mr. Parker will at 
tend the National Association of Lif 


—— 
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Underwriters convention at Denver. care of a psychiatrist for some time and | the company very shortly after its or- 
He will participate in the conferment Announcement had undergone treatment at the Univer- | ganization over 25 years ago. 


program of the American College of 
Life Underwriters, being one of the can- 
didates to receive the C. L. U, designa- 
tion. 





President S. M. Cross of the Columbia 
Life is leaving Cincinnati shortly for his 
annual vacation in Maine. 





E. V. Gettys, Pittsburgh agency 
supervisor of the Bankers Life of Iowa, 
was married to Miss Marie Bell of that 
city. He received his C. L. U. degree 
following the last examination. 





Two of the prominent women con- 
nected with the women’s division of the 
National Life Underwriters Association 
are spending the week before the con- 
vention at the chalet-ranch at Estes 
Park, Colo. They are Sara Frances 
Jones of the Equitable Life of New 
in Chicago, chairman of the 
women’s quarter million dollar round 
table, and Helen Rockwell of the Na- 
tional Life of Vermont at Cleveland, 
who is chairman of the women’s divi- 


' sion of the National Life Underwriters 


Association. There are 33 qualified dele- 
gates to the quarter million round table. 





J. H. Daggett, executive vice-presi- 
dent of the Old Line Life of America, 
has been named chairman of the special 
gifts committee for the 1937 campaign 
of the Milwaukee County Community 
Fund. 


M. F. Ryan, treasurer of the Old Line 
Life of America, and Miss Vivian R. 
Fredericks of Milwaukee were married. 








On Dr. J. B. Nichols’ 35th anniver- 
sary as medical director of the Acacia 
Mutual Life, in the presence of officers 
and members of the staff, President 
Montgomery brought him greetings and 
together they exchanged reminiscences 
of a time when the Acacia Mutual was 
at its beginnings, with insurance in force 
of only a little over $1,000,000 and as- 
sets of approximately $25,000. Today it 
has more than $375,000,000 of life insur- 
ance in force and assets of approxi- 
mately $70,000,000, Dr. Nichols, who is 
next to President William Montgomery 
in length of service, is also a director. 





George R. Wittengel, district agent 
for the Northwestern Mutual Life at 
Appleton, Wis., has returned from a 
month’s visit to Ireland, Scotland and 
England. Mrs. Wittingel and their 
daughter Orlina are continuing their 
visit to the continent of Europe. 





J. Russell Sykes, vice-president and 
comptroller of Fidelity Mutual, cele- 
brated his 40th anniversary with the 
company. At a luncheon tendered by 
his associates, telegrams of congratula- 
tion from the field were read, and the 
Managers’ Association presented him 
with a silver service tea set. 

Mr. Sykes went with Fidelity Mutual 
as an office boy. In 1904, after having 
gained bookkeeping and clerical experi- 
ence, he was made assistant treasurer. 
In 1914 he became comptroller and in 
1929 vice-president and comptroller. 


G. S. Nollen, president Bankers Life 
of Iowa, is vacationing in Nova Scotia. 





President L. M. Cathles of the North 
American Reassurance of New York 
City is on a visit to Europe and he and 
Mrs. Cathles are sojourning with their 
daughter and her family. They will not 


return until about Oct. 1. 





LaNoue Matta, superintendent of 
agents for the Acacia Mutual Life, is in 
San Francisco conferring with G, T. 
Carmona, recently appointed manager. 
n visiting San Francisco Mr. Matta is 
returning to his former home where he 
entered life insurance with the old West- 
etn States Life. In 1926 he resigned to 
jem the Acacia Mutual at the home of- 
fice and in 1928 was elected vice-presi- 
dent in charge of agencies for the Pro- 
ae Life at Birmingham. In 1935 
*€ returned to the Acacia Mutual at its 








Cc. O*CONNOR 


JAMES 


James C. O’Connor, who for four 
years has been editor of the “Fire, Cas- 
ualty & Surety Bulletins,’ the educa- 
tional service of THe NATIONAL UNDER- 
writer, while continuing in his same ca- 
pacity is added to the editorial staff of 
Tue NATIONAL UNDERWRITER for both the 
fire and casualty weekly edition and the 
life insurance edition as associate editor. 
Mr. O’Connor has already done con- 
siderable work in contributing to THE 
NATIONAL UNDERWRITER columns. He 
has appeared before a number of insur- 
ance bodies in giving educational talks. 
He has charge of the property insurance 
course of the Central College of the 
Chicago Y. M. C. A. He is a graduate 
of Loyola University and Loyola Law 
School in Chicago. He became special 
agent of the Export Insurance Company 
in Chicago and served for a year in the 
3yrne, Byrne & Hahn agency in that 
city. He is a member of the Illinois 
bar and has a wide acquaintance among 
insurance people. 

Harry A. Vaughan, who is in the ad- 
vertising, service and makeup depart- 
ment of THe NATIONAL UNDERWRITER’S 
Chicago office, is shifted to the editorial 
department in a general utility capacity, 
assisting Mr. O’Connor in the “Fire, 
Casualty & Surety Bulletins” and doing 
general reportorial work for THE 
NATIONAL UNDERWRITER. He studied at 
the University of Michigan and the Uni- 
versity of Chicago. Before connecting 
with THe NATIONAL UNDERWRITER he 
was associated with a paper company in 
Chicago. 








headquarters, becoming assistant to the 
president. At present Mr. Matta has 
charge of all agencies. He will also visit 
agencies in San Jose, Sacramento, Oak- 
land and Fresno. 





G. E. Donnell, 45, prominent producer 
of the Northwestern Mutual Life in 
Lansing, Mich., for many years, 
leaped to his death from the win- 
dow of his 12th-floor office in the 
Olds Tower, He had been under the 


Merle Thorpe Will Address 
Giant Policyholders’ Rally 


(CONTINUED FROM PAGE 1) 


rado state museum and the Museum of 
Natural History and a tour of all the 
sights of interest in the city Wednesday, 
concluding with a tea at the Cherry Hills 
Country Club. ‘ 
M. L. Hoffman, assistant managing 
director of the National association, and 
O. Sam Cummings, vice-president, are 
expected to arrive in Denver Aug. 16 to 
see that all details of the conventian 














program are in smooth running order, 


sity of Michigan psychopathic hospital. 

Some years ago he had the distinction 
of writing the policies which put the 
total protection of R. E. Olds, automo- 
tive pioneer, above the million-dollar 
mark. He was active in association 
circles for many years. 





John C. Goode, for many years Rich- 
mond, Va., general agent of the State 
Mutual Life, was reelected city com- 
missioner of revenue, polling 15,317 
votes to his opponent’s 4,961. 





F. H. Kreisman, president St. Louis 
Mutual Life, was presented an oil paint- 
ing of himself by the directors of the 
company, which he has headed since 
1918, at a birthday testimonial dinner. 

Dr. Cleveland Schutt, medical director, 
made the presentation, 





In announcing changes made by the 
Business Men’s Assurance, an erroneous 
impression may have been created in 
connection with L. D. Ramsey, execu- 
tive secretary. With the death of J. E. 
McPherson, treasurer, Mr. Ramsey will 
assist in supervising routine of the mort- 
gage loan department in addition to his 
duties as executive secretary. He joined 





Mrs. Susan Maloney, widow of a 
former president of Philadelphia Life 
and mother of the present president and 
the vice-president, died in St. Davids, 
Pa. Andrew J. Maloney was her hus- 
band and Clifton Maloney, the president, 
and Jackson Maloney, the vice-presi- 
dent, are her sons. 





Commissioner O. B. Hunt of Penn- 
sylvania sailed this week from New 
York on the “Manhattan” for a visit to 
Great Britain, Ireland, Germany, Aus- 
tria and Hungary. He will be gone for 
a considerable time. 


John Boyle, Chicago general agent 
Minnesota Mutual Life, will leave Aug. 
15 for a trip through the east and will 
sail Aug. 20 on the “Caledonia” for a 
six weeks vacation in Ireland. He will 
visit relatives and motor through the 
island, 


The exhibit of the Aetna Life compa- 
nies at the Paris International Exposi- 
tion, which was singled out by the 
magazine, “Time,” in a recent issue, as 
the most outstanding exhibit in the 
American pavilion, is attracting much 
attention in the French capital. The 
Aetna Life entered this exhibit at the in- 
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open way to Apps for 


Juvenile Policies 


in Three 
Attractive Forms 


YXTENDING State Life Service to children, 
ages one day to nine years, State Life Juvenile 


Payment Life offers protection at low rate... 
Twenty Year Endowment provides savings-with- 
protection . . . Endowment at Age 18 assures edu- 
cational funds . . . “Applicant Insurance” on life 
of parent provides for completion of plan in event 
of death or total and permanent disability of adult 
applicant . . . State Life “Juveniles” afford com- 


Opportunities for those qualified. 
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vitation of the United States govern- 
ment and it is being operated by repre- 
sentatives of the government. 

The theme of the exhibit as a whole 
is directed to the insurance needs of the 
traveler. The background is done in 
modern lighting and action effects, with 
an illuminated reproduction of the 
Aetna Life home office building at one 
extreme and the names of the four com- 
panies comprising the Aetna Life group 
at the other, In the center is an action 
scene in which views of the principal 
capitals of the world come into view 
one at a time.’ 

The principal attraction, however, is a 
battery of the Aetna Casualty’s famous 
machines fdr testing various phases of 
driving skill, of which the two most im- 
portant are ‘the “Aetna Reactometer,” a 
device for measuring an automobile op- 
erator’s reaction time or ability to stop, 
and the “Aetna Steerometer,” which en- 
ables a driver to measure his steering 
ability. 





Julian Price, president Jefferson 
Standard Life, and Mrs. Price are on a 
European visit until about the middle 
of September. 





The B. M. Kirke agency of the Lin- 
coln National Life, Des Moines, is mov- 
ing to new quarters at 609- 613 Empire 
building. 








NEWS OF THE COMPANIES 








Pathfinder Lite in the Clear 





Court Dismisses the Petition for a 
Receiver and Gives Company Clean 


Bill of Health 





The Pathfinder Life of Grand Island, 
Neb., is now in the clear as District 
Judge Kroger has rendered a decision 
in which application for a receiver was 
denied but judgment in the amount of 
$46,559 was entered against three de- 
fendants, S, D. Long, J. E. Hoy and 
I’. A. Robertson, who are directors. The 
case was started by L. E. McCullough, 
a policyholder, attempting to compel the 
repayment of $256,000, which he claimed 
lad been spent illegally. 


Tried “to Get Even” 


In his decision Judge Kroger stated 
that the situation assumes an unusual 
phase when out of the seven or eight 
directors who participated in the acts 
complained of, only three were singled 
out. He stated that he was satisfied 
that the litigation was instigated “to get 
even” with those who were apparently 








personnel," 


period, he mentioned: 


GAIN OF 


ASSETS 


INTANGIBLE ASSETS 


Mr. Edward B. Raub, President, Indianapolis Life 
Insurance Company said, 
mid-year report to policyholders: 

"The progress of a life insurance company rests 
not only on tangible assets, but also on some in- 
tangible assets such as management, judgment and 


Among gains in tangible assets for the six months 


INSURANCE 
FORCE (Paid Basis) 
Making TOTAL INSURANCE IN 
FORCE (Paid Basis) 


GAIN IN ASSETS... . 
Making TOTAL ADMITTED 


"Intangible assets are reflected in such items as 
continued low mortality, only 36.8% of the ex- 


among other things, in a 


IN 
arial $ 2,831,612.00 


103,598,741.00 
960,745.09 


19,610,232.31 





he stated. 


Edward B, Raub 
President 





pected, the lowest renewal lapse ratio in the Com- 
pany's history—indicative of sound underwriting 
and quality business from quality representatives,’ 


Thus, both in "Tangible" and "Intangible" assets 
the Company continues with increased momentum 
its splendid record-of keeping "QUALITY, SERV- 
ICE and SAFETY, FIRST." 


INDIANAPOLIS LIFE INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 
A Legal Reserve Mutual Company Organized 1905 


A. H. Kahler 
Supt. of Agents 














successful in staying with the company 
after the reorganization plan than it was 
to recover any funds, 

Judge Kroger stated that the evidence 
did not show that any of the defendants 
in any manner did anything wilfully or 
intentionally or knowingly to the detri- 
ment of the company. The Pathfinder 

Life, he said, should be granted a license 
write insurance and a writ of manda- 
mus be issued directing the insurance 
commissioner to issue a license, 

Judge Kroger ruled that the three 
directors named in the suit exceeded 
their authority in expending the com- 
pany’s funds in the purchase of a Kan- 
sas company and for certain other legal 
fees, Hence they were held liable. 


Assets Are Sufficient 


In denying the appointment of a re- 
ceiver Judge Kroger stated that the 
testimony of the insurance commissioner 
is that the assets are sufficient to take 
care of all the obligations as they ma- 
ture. 

President Stanley D, Long, at 
conclusion of the case, said: 

“This case has been in court for 18 
months and was instigated by former 
directors who were forced to resign by 
a former insurance commissioner and 
the attorney general of Nebraska. The 
evidence and court’s decision has proved 
that the Pathfinder is one of the most 
solvent life companies licensed to do 
business in the state and that its assets 
and liquidity compare favorably with the 
best in America from any standpoint. 

“The judgment cannot hurt the com- 
pany as it is against three directors as 
a personal liability and when same is 
finally determined by the courts, it will 
be taken care of by these directors.” 


Pathfinder Life’s Statement 


The Pathfinder Life was formerly the 
Ancient Order of United Workmen of 
Nebraska, Its statement as of Dec. 31 
showed assets $1,122,052, of which 16 
percent is real estate, 21 percent mort- 
gage loans, 43 percent bonds, 10 percent 


the 


cash, Its contingency reserve is $50,000 
and surplus $101,731, The Pathfinder 
Life was organized as a legal reserve 


company and the action to take over the 
AOUW ratified by the membership. 
The adult business of the fraternal was 
valued on the American 4 percent basis, 
The company owned the National Old 
Line Life of Wichita, Kan., which has 
been taken over, There was insurance 
in force at the end of the year $3,607,396, 
It is licensed in Nebraska and Wyo- 
ming. 


Permanent Injunction Secured 

The Securities & Exchange Commis- 
sion filed a bill of complaint against the 
Agricultural Life of Michigan to en- 
join the Hickox Finance Corporation 
and some of its officers and salesmen 
from selling its five-year 4 percent cap- 
ital notes and voting trust certificates 
representing its interest in the stock of 
the Agricultural Life. The company has 
consented to the entry of a permanent 
injunction, 


New Highs for Aetna Life 
Assets of Aetna Life as of 


June 30 
amounted to $563,392,631, 


increase $15,- 


788,117. Surplus was $22,342,319, as 
compared with $18,266,430 as at Dec. 
31, 1936. Insurance in force was at an 


all-time high, being $3,905,814,023. 


Unity Life Expands 


Florida has licensed the Unity Life 
of Columbia, S. C. Hoile is presi- 
dent. The company is now licensed in 
three states and is planning to extend 
operations to several others within the 
next year. 





Thirtieth Anniversary Drive 


celebrating 
anniversary. 


this 


As is 


Scranton Life is 
month its thirtieth 











customary, the field organization is cop. 
ducting a special drive for new business 
in honor of President W. P. Stevens 
and from the volume of business which 
has been submitted since the first of the 
month, it looks ag if a record will be 
established, 





Executive Vice-President 
of the Southern Life Is 
a Well Known Official 





Edward M. Veatch, who is widely 
known in the life insurance field, has 
been elected executive vice-president of 
the Southern Life of Atlanta, Ga. In 





ATCH 


EDWARD M. VE 


past years he has been associated 
with companies in Georgia, Kentucky 
and Ohio in executive and consulting 
capacities. He has been active in the 
management of the Southern Life since 
its organization two years ago, serving 
in a general advisory capacity as assis- 
tant secretary. He is regarded as a man 
of force and constructive ability. 

Price R. Cross, well known agency 
and production man, is agency director, 


Some Southern Life Facts 


The Southern Life stockholders are 
leading business and professional men. 
W. L. Moore, chairman of the board, i 
a widely known oil executive, being head 
of the Wofford Oil Company. Dr. Dan 
Y. Sage, a prominent Atlanta surgeon, 
is president. 

Since organization the company has 
had $5,500,000 written, of which amount 
$4,900,000 has been issued and $3,230,000 
paid for, The company now has about 
100 agents, well distributed throughout 
the state. In addition to the standard 
forms of insurance it has special emet- 
gency draft contracts for intermediate 
plans in units of $250 and $500. These 
have an emergency draft attached to 
the policy, immediately payable througs 
any bank in the state tor the entire 
amount of the policy. The assets af 
$246,033, 

The Southern Life and Southern Fire 
& Marine are subsidiary companies ° 
the Southern Insurance Securities Cor 
poration, 


Price Cross Well Known 


Price Cross, the agency director, 
well known throughout the south. Prior 
to going to North Carolina 10 years ag°. 
he served as executive secretary 40¢ 
legislative messenger for three gover 
ors of New Mexico. He was executive 
secretary of the New Mexico Associa 
tion of Insurance Agents, he being on¢ 
of the founders. He was co-author 
the New Mexico insurance code. Hé 
was engaged in local agency work ® 
New Mexico, thereafter became agent 
secretary, assistant vice-president an¢ 
director of agencies of the Occident# 
Life of Raleigh, N. C. When he was ® 
North Carolina he served as secretary 
of the North Carolina Insurance Feder@- 








: Nutt, 





August 


=— 


tion an 
was 4 

drafted 
compen 
tary © 

Underw 
Life las 
work ul 


b director 


The | 
has ap} 


Washin 
comes 
pany a 
N. Lu 
Washin 
lund at 
general 
Mr. 
horses 
of the 
shoulde 
ministr: 
4 


Gross, 
with 


> Hartley 


Kan, ¢ 
of the 

Willian 
examin. 
partme 
amined 
preside: 
pressed 
duced 

the cor 
as publ 
attende: 
commis 
the ste 
the Gri 
ton Na 


departn 
merly 
has ha 
departn 
W.S 


Hunt 
Follo 

Hunt | 

cense © 


4 

en n 
commit 
Sociatic 
fort, V 











1937 


— 
— 


COon- 
Sines 
evens 
Which 
f the 
ill be 















> Underwriters. 


August 12, 1937 

———— 
tion and later was elected president. He 
was a member of the committee that 
drafted the North Carolina workmen’s 
compensation act. He served as secre- 
tary of the Raleigh Association of Life 
He joined the Southern 


| Life last year, doing special organization 


ye ee ee Oe 


S work until June when he became agency 
© director. 


d Oklahoma Companies Merged 





The Oklahoma insurance commission 
has approved a contract by which the 
Old Line Life of Oklahoma City rein- 
cured $1,250,000 of business of the Great 
Southwestern Life, of which L. O., 


' Thompson of Oklahoma City is presi- 
Pdent. Offices are at 1101 Perrine build- 


5 ing. 





in force of the Farmers & 


Insurance 
July 31 amounted to 


graders Life on 


5 $40,964,424, an increase of $1,953,595. 








Company MEN 





‘Hartley Associate Counsel 





Great Western Official is Added 
to the Staff of the Washington 
National 





0. B. Hartley, vice-president and gen- 
eral counsel of the Great Western of 


' Des Moines which is merged with the 


‘comes connected with the 


)N, Lukins 
' Washington 


National of Chicago, be- 
latter com- 
pany as associate general counsel. H. 
is general counsel of the 
National. R. J. Wetter- 
lund at the head office is also associate 
general counsel. 

Mr. Hartley was one of the wheel 
horses of the Great Western and is one 


Washington 


fof the quartette of that company that 
' shouldered the responsibility of its ad- 
| ministration, the others being President 
|W. G. Tallman, Vice-president V. E. 


> with 
| Hartley came originally from Emporia, 
| Kan, and was a neighbor and friend 


' Nutt, Secretary and Treasurer B. H. 


Gross, all of whom become connected 
the Washington National. Mr. 


' of the famous editor and author there, 






William Allen White. He became an 
examiner for the Kansas insurance de- 
partment. The Kansas department ex- 
amined the Great Western and the then 
president, H. B. Hawley, was so im- 
pressed with Mr. Hartley that he in- 
duced him to become connected with 
the company. Mr. Hartley acted also 
as public relations and contact man and 
attended the meetings of the insurance 
commissioners. He acted as head of 
the steering committee in the merger of 
the Great Western with the Washing- 
ton National, 





Burnett Is Promoted 


T. S. Burnett has become manager 
of the mortgage loan and real estate 
department of the Pacific Mutual. For- 
merly he was assistant manager. He 
has had nine vears’ experience in the 
department. Mr. Burnett is assisted by 
W. S. Watts. 





Hunt Acts in Unlicensed Case 

Following a hearing, Commissioner 
Hunt of Pennsylvania revoked the li- 
tense of Morris Forman, 1746 65th ave- 
nue, Philadelphia, on the grounds that 
ie had been representing a non-admitted 
carrer. He is president of Penn-Jersey 
Beneficial Association. Mr. Hunt stated 
taat Penn-Jersey has not operated in 
Pennsylvania since 1933. Subsequently 
t maintained offices in Camden, N. J,, 
re is now domiciled in Wilmington, 





Horn Heads Exhibit Committee 


Ralph W. Horn, supervisor of agen- 
“es Continental American Life, has 
*een named chairman of the exhibits 
‘ommittee for the Life Advertisers As- 
‘eciation convention at Ola Point Com- 
‘ort, Va., Sept. 20-22. 














LIFE INSURANCE EDITION 











LIFE SALES MEETINGS 





People’s Life in Convention 





Annual Agency Gathering Will Be 
Held Next Week—Program of Main 


Features 





The People’s Life of Frankfort, Ind., 
will hold its annual agency convention 
at Mackinac Island, Aug. 19-22. 

There will be a round table meeting 
of the state supervisors, managers and 
the afternoon of Aug. 


organizers 20. 





EK, 0. BURGET 

The party will go by boat from Chicago, 
leaving the afternoon of Aug. 19. The 
main session will be held Aug. 21. Presi- 
dent E. O. Burget will give the welcome. 
Speakers for the first session are Cash- 
ier Orvan I. Cohee, A. E, Shader, Ben 
Scott and R. M. Malpas of Lebanon, 
Ind. Mr. Malpas is a former life insur- 
ance executive who is well known to 
the fraternity. 

In the afternoon the speakers will be 
Maurice Hartwell, H. E. Emig, O. C. 
Miller and Vice-president A. C. Louette. 
The banquet will be held the evening of 
Aug. 21, 

There will be a meeting of the Chal- 
lenger’s Club the morning of Aug. 22 
with Ed Hodge presiding. 





Franklin Life’s Convention 


Held at Colorado Springs 


The convention of agency clubs held 
by the Franklin Life at Colorado 
Springs was proclaimed the most en- 
joyable in their experience by the 85 
agents and their wives who attended. 

Only one business session of half a 
day was scheduled on the three-day pro- 
gram. Ray Collins of Milwaukee was 
honored with the presidency of the 
Quarter Million Dollar Club and with 
an ovation for his record of 100 percent 
renewals of business the preceding club 





year. Joe E. Young, Chicago, was made 
Quarter Million Club vice-president. 


Stanley Patton, Springfield, Ill., and W. 
A. Peschka, Great Bend, Kan., became 
respectively president and vice-president 
of the $100,000 Club. Alvin O. Mer- 
riam, vice-president in charge of invest- 
ments, made the only formal address, 
“The Human Side of Business.” The 
program was arranged by Rollin Young, 
agency vice-president. 





Big Delegation to Sun Life Meet 

The Denver agency of the Sun Life 
of Canada which is managed by Guy 
Gay, president of the Colorado Associa- 
tion of Life Underwriters, will send the 
biggest delegation of any agency in the 
company’s western department to the 
Sun Life convention in Jasper Park, 
Canada, beginning Aug. 25. 





Lamar Life Convention Held 


R. B. Schlater Announced as Presi- 
dent of All-Star Club at Annual Meet- 
ing at Biloxi 








At the annual agents’ convention of 
the Lamar Life at Biloxi, Miss., conven- 
tion attendants pledged P. K. Lutken, 
president, twice the gain of insurance in 
force at the end of the year over the 
gain for the first six months. 

Principal speakers at the three-day 
convention were W. E. Bilheimer, dis- 
trict manager, Fort Worth, Tex., on 
“Championship Stuff’; C. C. Robinson, 
editor “Insurance Salesman,” “Success- 
ful Prospecting,” and W. B. Monroe, 
Union Central, New Orleans, “Life In- 
surance and the Monroe Doctrine.” 

The first day talks were made by J. 
E. Bounds, chairman of the board; P. 
K. Lutken, president; A. E. Babbitt, 
vice-president and actuary, and W. D. 
Owens, vice-president and secretary. 

Many entertainment features were 
provided. 

Conservation medals were awarded to 





Will Pilot Airplane to 


Convention in Denver 





M. B. Skinner of the Sloan agency 
of the Equitable Life of New York in 
Chicago will pilot an airplane from Chi- 
cago to Denver where he will attend the 
annual convention of the National Asso- 


ciation of Life Underwriters. He be- 
longs to the army air reserve corps 
and under the rules must make one 


cross country flight a year. He is a li- 
censed pilot. He will receive his C.L.U. 
degree at the convention. 








Miss., bronze. 

Officers of the Lamar Life All-Star 
Club, chosen on their records, are: R. B. 
Schlater, Greenwood, Miss., president; 
W. C. Buckley, Jackson, Miss., first vice- 
president; R. P. Scott, Laurel, Miss., 
second vice-president, and W. E. Watts, 
Brookhaven, Miss., third vice-president. 


Ohio State Life Meetings 

The Celina, O., district of the Ohio 
State Life, of which W. H. Hecht is 
manager, held an agency meeting at St. 
Mary’s Lake, Speakers included W. V. 
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“IF you have great talents, in- 
' dustry will improve them; if you 
have but moderate abilities, in- 
dustry will supply their de- 
ficiencies.”” — Samuel Smiles. 
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Woollen, superintendent of agencies, and 
H. D. Taylor, assistant superintendent 
of agencies. Mr. Woollen and G. O. 
Tomlins, manager of the health and 
accident department, were speakers at a 
meeting of the Mansfield, O., agency, 
at which a fall campaign was launched. 


Mutual Trust Has Regional 
Rallies in Middlewest 


About 60 representatives of Mutual 
Trust Life gathered at Lake Wawasee, 
Ind., this week for a three-day regional 
convention. Representatives from IIli- 
nois, Ohio and southern Michigan at- 
tended. 

About the same number attended a 
regional convention at the Dells in Wis- 
consin last week. From the head office 
at both meetings went Vice-president 
A. B. Slattengren, Raymond Olson, 
general counsel; L. R. Lunoe, superin- 
tendent of agents; Harry Nelson, agency 
secretary; Dave Dawson, field super- 
visor; Stacy Merchant of Bloomington, 
Illinois field supervisor. In addition at 
the Wisconsin meeting were William 
Young, Iowa field supervisor, and E. G. 
McCuskey, Minnesota supervisor. 

Mr. Slattengren presided at the ban- 
quets. 


B. M. A. Officials on Tour 


W. T. Grant, president Business 
Men’s Assurance, and J. C. Higdon, 
vice-president in charge of sales, will 
hold a sales conference with Colorado 
and Wyoming agents during the con- 
vention of the National Association of 
Life Underwriters in Denver. 

They will meet with Utah and Idaho 
representatives at Salt Lake City Aug. 
27-28. The Salt Lake office is celebrat- 
ing the opening of its new offices at 1006 
First National Bank building on those 
dates. 

Mr. Grant and Mr. Higdon will meet 
with Washington and Oregon salesmen 
in Seattle Sept. 3, followed by a boat 
trip. 

The executives will be at the All-Star 
meeting in Del Monte, Cal., Sept. 15-17, 
following which they will confer with 
California salesmen who did not attend 
the All-Star convention. 











Loyal Protective Meetings 


The Loyal Protective Life is holding 
two agency meetings next month. At the 
first, Sept. 2-4, at the Royal York Hotel, 
Toronto, company officials and depart- 
ment heads from Boston will be present. 
At the western meeting at the Heath- 
man Hotel in Portland, Ore., Sept. 9-11, 
President John M. Powell and Vice- 
Presidents E. B. Fuller and James P. 
Gray will be present. 


Mid-West Meet in Denver 


Grant Taggart, California-Western 
States Life, Cowley, Wyo., chairman of 
the Million Dollar Round Table, will be 
guest speaker at the Leaders Club con- 
vention of the Midwest Life to be held 
at Denver the last week in August, in 
connection with the National Associa- 





tion of Life Underwriters’ convention. 


The convention trip was awarded to 20 
leading producers following a production 





campaign in which a 69 percent gain jy 
new business was made in the firy 
seven months of 1937. 

The Leaders Club outing will incl 
a two-day tour of the Rocky Mountay 
National Park prior to the opening ,j 
the general convention on Aug. 25, 


Prudential’s Denver Meeting 


Preceding the annual convention ¢ 
the National Association of Life Under. 
writers, an agency meeting for Prudep. 
tial agents of Colorado, Wyoming an 
New Mexico will be held Aug. 23 i 
Denver. Manager Glen A. McTaggar 
will preside. Fifteen agents have qua}. 
fied to attend and will stay over for the 
big convention. Speakers will inclu¢ 
C. W. Campbell, Jacksonville, Fl, 
manager, and W. S. Fuller, Cincinnaj 
manager, as well as several officials ¢ 
the Denver office. 


Winners on Bermuda Voyage 

About 30 representatives of Unite 
Life & Accident, Concord, N. H., ax 
one a trip to Bermuda this week. The; 
qualified in a production contest. Th 
leader and winner of a special contes 
during the qualifying period was Louis 
Levine, New London, Conn., of the £ 
Glass Agency, Hartford. 


NEW YORK 


TIGHTEN UP ON RULES 


Life companies are tightening up o 
the qualifications for their agency clubs. 
This is indicated by the notice of the 
New York Life to its salesmen stating 
that for the $200,000 Club it will require 
$200,000 of paid business under the club 
rules. As a depression measure, the con: 
pany during the last few years allowed 
any man with $175,000 to qualify. Now 
it reverts to the original amount. In 
the $100,000 Club it has been customary 
to allow new men some margin but ott: 
side of granting concessions to new men 
the rules will be religiously adhered to. 
The only exception will be that any 
agent employed after Aug. 15 may a 
tend the club on paying for $75,000, the 
club year ending July 1. 

Companies evidently feel that the 
standards for agency club memberships 
should be followed with greater rigidity 
in order to make a club membership 
worth while. During the depression tt 
was necessary to be flexible in requtre- 
ments. 














* * * 
MACLEAN SUCCEEDS MOIR 


The appointment of Joseph B. Mac 
lean as consulting actuary of the 
Church Pension Fund of the Protestant 
Episcopal Church is announced. He 
succeeds the late Henry Moir who hat 
been its consulting actuary from 19% 
up to his death. : 

Mr. Maclean, born and educated im 
Scotland, is associate actuary of. the 
Mutual Life of New York. He has 
been secretary af the Actuarial Society 
of America since 1932. He is also @ 
Fellow of the Faculty of Actuaries m 
Scotland and of the Institute of Actt 
aries in London as well as being an a 
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sociate of the American Institute of Ac- 
aries. After his early training with 
the Scottish Temperance Life, he came 
ito this country in 1911 and has been 
with the Mutual Life of New York 
since. 
The Church Pension Fund is the pen- 
sion system for the clergy of the Epis- 
copal Church, Founded in 1917 with 
assets of approximately $8,000,000, it 
now has assets in excess of $32,000,000, 
and is paying pensions at the rate of 
more than $1,300,000 a year. 

Mr. Maclean will also act as consult- 
ing actuary for the Church _Life. a 
wholly owned subsidiary, which pro- 
vides insurance and annuity facilities for 
the clergy and for the active lay work- 
ers of the church. The corporation has 
21,000,000 insurance in force and re- 
ports assets of $4,200,000 of which ap- 
proximately $1,000,000 is surplus. 

*k OK Ox 


| THEODORE A. PEYSER IS DEAD 


Theodore A. Peyser, former special 
agent of Northwestern Mutual Life in 
the McMillen agency of New York City, 


' died Sunday of coronary thrombosis at 
© the age of 64. 


He entered the insurance 
business 30 years ago in New York City. 
He was a million dollar producer and 
four times he ranked first among 6,000 
agents in the amount of annual business 
produced. He is reputed to have had 
38 clients holding policies of $1,000,000 
or more. Mr. Pevser was Democratic 


' representative from the 17th congres- 


' sional district of New York, having suc- 


ceeded Mrs. Ruth Pratt in 1933. 
i ee 


' FRASER AGENCY AHEAD 


The Fraser agency of the Connecti- 


© cut Mutual Life in New York City re- 
» ports paid for business for July as $1,- 
' 009,171, as compared with $559,372 for 


© July of last year. 


This is the seventh 


consecutive “plus” month the agency 


' has had this year, the figures for the 
' year to date being $8,000,000 as com- 
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© pared with $5,567,843 for the same pe- 
© riod last year—an increase of 43.3 per- 


cent. 


Former N. J. Commissioner Dies 
Frank H. Smith, former head of the 





© New Jersey banking and insurance de- 


partment, died at his home in Plain- 
field, N. J., at the age of 68. 





Returns to Mutual Trust 
Life as General Agent 








CHARLES s. GEARY 


Charles S. Geary has returned to the 
ve of Mutual Trust Life and will 
aon general agency for that company 

. ne North LaSalle street, Chicago. 
— as general agent for Mutual 

. ber arn about * —— until 

1 eBarry ssociates, 
now DeBarry & Williams, Illinois state 


agents } 2 
a viel — National about a year 








As SEEN FROM CHICAGO 





HOBBS MEETING AT WAWASEE 


P. B. Hobbs, agency manager Equita- 
ble Life of New York in Chicago, held 
his annual gathering at Lake Wawasee, 
Ind., last week for the members of his 
agency. Mr. Hobbs makes this a yeurly 
event and builds up an intriguing pro- 
gram of events. 

* * 
LEO FINN TO CONTINENTAL 


The Continental Assurance has ap- 
pointed Leo Finn general agent in Chi- 
cago with offices at 120 South La Salle 
street. Mr. Finn has been a personal 
producer with the Equitable Life of New 
York in the Lustgarten agency and 
averaged $500,000 a year production for 
the last 10 years. 

The Continental Assurance now has 
four general agencies and two branch 
offices in Chicago. The Insurance Ex- 
change branch is headed by E. L. 
Grant and James F. Slack is manager 
of the Field building branch. Stewart, 
Keator, Kessberger & Lederer, George 
Herrmann & Co. and G. A. Mavon & 
Co. are general agents. 

* *e * 


ILLINOIS MUTUAL BENEFITS 


In view of the fact that the new Illi- 
nois insurance code prohibits any further 
organization of mutual benefit assess- 
ment propositions, there was an attempt 
to rush through some new ones. The 
Hamilton Mutual Benefit of Chicago 
was licensed in June. The Family Pro- 
tection Life of Mendota, IIl., which was 
organized under the assessment life act, 
received a license. The Iroquois Mutual 
Benefit of Springfield, Ill, and the Na- 
tion-wide Mutual Benefit of Collinsville 
were reinsured. 

* Ox 
MUCH SERVICE REQUIRED 


Life insurance men who have clients 
carrying a considerable volume of life 
insurance find that the amount of time 
spent in servicing has decreased. When 
the crash came life men were never so 
burdened with unusual demands. That 
debarred them from creative work in 
getting new business. Readjustments 
have been made but now life men find 
that probably from 10 to 15 percent 
more time is necessary than prior to the 
depression in servicing large policyhold- 
ers because of the change in policy of 
the federal government as to income tax, 
inheritance tax, gift tax, etc. A man 
carrying a large amount of insurance 
wants his dependents to get the most 
out of it possible. The tax question en- 
ters into it in many ways. The policy- 
holder himself considers his own situa- 
tion and that of his beneficiaries when 
they receive the money. Therefore, a 
life man necessarily must take consid- 
erable time and study to keep abreast 
with the times and talk over a man’s 
personal situation with him intelligently. 

. * * * 


W. J. GRAHAM IN CHICAGO 


Vice-president W. J. Graham of the 
Equitable Life of New York, who now 
is in charge of the agency department, 
held a meeting in Chicago last Saturday 
attended by agency managers, super- 
visors and unit managers of that city. 
There were present from the outside 
territory E. L. Carson of Milwaukee, 
who is president of the Central Manag- 
ers Association of the company; G. J. 
Woodward, Cincinnati; A. M. Embry, 
Kansas City; Samuel Burgess, Louis- 
ville; H. L. Rogers, Indianapolis. 

Mr. Graham was again in Chicago 
Thursday of this week and held a 
luncheon meeting of Chicago managers. 
He was en route to San Francisco. 

* * * 
FREDRICKSON HEADS OFFICE 


J. S. Fredrickson, agency director of 
the New York Life at the LaSalle 


branch in the New York Life building, 
Chicago, sits at the head of the largest 
agency of his company in the big city. 
This was the agency that was presided 





He 


over by the late J. C. Campbell. 





was succeeded by W. L. Royall, who 
was transferred from New York City. 
Mr. Royall suffered a severe heart at- 
tack and was given a leave of absence. 
He is in Virginia recuperating. Mr. 
Fredrickson, however, is now agency 
director and is putting in some goad 
licks. He was formerly agency director 
of the old Midland building branch 
which was discontinued following the 
depression. He then became supervisor 
in the Campbell agency. 


* *K 
HOWES BACK FROM COAST 


Byron Howes, Chicaga general agent 
for Berkshire Life, has returned from a 
three weeks motor trip to the Coast. 
He visited Denver, where he resided for 
many years. He will be back-tracking 





in a few days inasmuch as he will at- 
tend the convention of the National As- 
saciation of Life Underwriters in Den- 
ver the week of Aug. 23. 


* * * 
HEXTON WAS RUNNER UP 


Julian S. Hexton, who is educational 
director of the John R. Hastie agency 
for the Mutual Life of New York in 
Chicago, had the honor of being No. 2 
among the company’s more than 10,000 
sales representatives during June. He 
had enjoyed a very substantial produc- 
tion that month. 

On previous accasions Mr. Hexton 
has been a company leader and has ap- 
peared a number of times on the honor 
roll for paid-for business. 

The members and friends of the Has- 
tie agency celebrated the annual field 
day at the Evanston Golf Club as the 
guests of Manager Hastie. 

Among those who received golf prizes 
were Ben Steinfeld, J. S. Hexton, O. C. 











They Face 
A Friendly World 











Throughout their childhood, warmth and friendliness will 
be their lot. They will be well-cared for, well-brought up. 
They will ask no alms, assume no burdens children should 
not bear. They will have the things that children want and 


ought to have. 


Their father has seen to it. 
hand and figured roughly, 


When first he took pencil in 
“They’d need so-much for 


so-many years,” the total seemed beyond his power to 
assure. But insurance at his age doesn’t cost much. Then 
there are ways of arranging it so that a moderate amount 


goes far. 


He was fortunate in his choice of an insurance man — one 
trained and equipped to serve him well. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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Roessler, E. S, Main, E. C, Lipton, R. 


L. Brix, Lawrence Olson and Al Hoya, 
of the 


In the evening 52 members 

agency were served dinner, 
* * om 

JOINS HEIFN TZ 


MARVESY AGENCY 


Thomas D, Harvey has become afhli- 
ated with the Samuel Heifetz agency 
of the Mutual Lite of New York in Chi- 
cago, He has been connected with the 
Clay Hamlin agency of the Mutual 
Benefit Life in Buffalo, where he made 
an outstanding record, 

a ee 
WILL SELL SINTON BOOK 


‘Tus National Unperwerrer has be- 
came a sales agent for the new book, 
"Practical Prestige Building,” written 
by Miss Lorraine Sinton, agency serv- 
ice secretary of the Mutual Benefit Life 
of Chicago, She is one of the few women 
C, L. U's having passed all her exam- 
inations in 1086, She interviewed 37 
successful life insurance men in Chicago, 
getting their methods, plans and various 
devices and she has them in compact 
form in this baok, It sells for $3. It is 
full of practical information, Miss Sin- 
ton is a graphic, pleasing writer and the 
stuff she has included makes “Practical 
Prestige Building’ one of the mast 
helpful life insurance selling books that 
has been put on the market. The peo- 
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ple that Miss Sinton interviewed and 
whose material she is using are as fal- 
lows: 

A. E. Patterson, now vice-president 
Penn Mutual; R. I. Straus, Prudential; 
Bruce Parsons, Mutual Benefit; Richard 
Hanley, Equitable of New York; John 
R. Hastie, Mutual Life of New York; 
Samuel Lustgarten, Equitable, N. Y.; 
Louis Behr, Equitable, N. Y.; Norris 
H. Bokum, Massachusetts Mutual; J. H. 
Brennan, Fidelity Mutual; Mortimer 
Buckley, Pravident Mutual; Paul W. 
Cook, Mutual Benefit; Isak Dahle, Equi- 
table, N. Y.; L. J. Fohr, Connecticut 
Mutual; A. R. Houle, Mutual Benefit; 
Herman Kramer, Penn Mutual; A. L. 
Lanphear, Equitable, la.; Mare Law, 
National, Vt.; R. A, Lunde, Sun Life of 
Canada; Eugene Lysen, New York Life; 
D. A. Medaris, John Hancock Mutual; 
John Morrell, Equitable, N. Y.; H. K. 


Nickell, Connecticut General; A. W. 
Ormiston, Travelers; R. J. Wiese, State 
Mutual; Harry ‘T. Wright, Equitable, 
N. Y.; A. J. Jahannsen, Northwestern 
Mutual; Harry Steiner, Equitable, N. Y.; 
Walter Hiller, Penn Mutual; FF. H. 
Foreman, Mutual Life, N. Y.; M. Lee 


Alberts, Equitable, N. Y.; Samuel Kahl, 
Penn Mutual; EK. G, Davis, tax consul- 
tant; A, R, Miller, New England Mu- 
tual; Malcolm Vail, broker; C. B. 
Stumes, Penn Mutual; James McNam- 








Iowa. 


payor feature. 


ness written. 





IOWA 


The Midland Mutual Life is now 
ready to consider applications 
for General Agency appoint- 
ments in the smaller cities of 


This Company writes all forms 
of participating insurance, in- 
cluding Juvenile contracts with 


Address The Agency Depart- 
ment, with a statement of your 
age, life insurance experience, 
and volume of personal busi- 


THE MIDLAND MUTUAL 
LIFE INSURANCE CoO. 


Columbus, Ohio 
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ara, Equitable, N. Y.; P. W. Petersen, 


broker. 
Every man interviewed is an acknowl- 
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edged leader and has made a name fy 
himself along some special line of fi 
insurance selling. 
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LirE AGENCY CHANGES | 





Schmitt to Springfield, Mass. 





Educational Director of Royer Penn 
Mutual Agency, Chicago, Named 
General Agent in East 


Hugo R. Schmitt of the Penn Mutual's 
James M. Royer agency, Chicago, for- 
merly the A. E. Patterson agency, has 
been transferred to Springheld, Mass., 
with the title of general agent. The 
company has had an agency in that city 
for 18 years, under the management of 
Frank M. Kinney, who also conducts a 
general insurance agency, The business 











HUGO R, SCHMITT 

of the office has so far expanded that 
Mr, Kinney requested Penn Mutual to 
aid him in making a rearganization, to 
free him from the responsibility of man- 
agement of the life department. This 
has been accomplished by the appoint- 
ment of Mr. Schmitt as general agent, 
and of Mr. Kinney as associate general 
agent, 

Mr. Schmitt became a life insurance 
man in 1922, when he joined Mr. Pat- 
terson’s agency for the Equitable in 
New York in 1922, as a persanal pro- 
ducer, in which work he was successful. 
When Mr. Patterson joined Penn Mu- 
tual in 1928, in New York, Mr. Schmitt 
accompanied him, and when Mr, Patter- 
son was transferred to Chicago in 1929, 
Mr. Schmitt joined him, as educational 
director, in which capacity he has served 
since, He is a C. L. U., and a grad- 
uate of the New Yark University life 
insurance sales course. 

Mr. Schmitt is a graduate of Harvard; 
before entering life insurance he spent 
three years in South America, making 
a magnetic survey of the continent 
for the department of terrestrial mag- 
netism, Carnegie Institution, fallowed by 
a year at sea in the same survey work 
on a non-magnetic yacht. Then for a 
number years he did radio research on 
the staff of Bell Telephone Laboratories, 
New York City, working an develop- 
ment of secret transmission of ship to 
shore radio messages and radio speech 
transmission to Europe. 

Mr. Schmitt currently is in Evanston 
Hospital, Evanston, Ill, undergoing 
treatment for torn ligaments in his back, 
Mr, Schmitt thinks the injury came while 
he was swinging his young daughter. 
He has been in the hospital abaut two 
weeks, 





Walton Made State Manager - 
The Bankers Union Life of Denver, 
announces the appointment of P. E, 
Walton with offices at 3 Sauth and 
street, Yakima, Wash., as its state agent 
for Washington, He has led the agency 
ferce in personal production for many 
years. Former State Agent Ed. F. 


Dougherty, of Seattle, faund it necessary 
to resign to devote his time to his per- 











—— 


Fidelity Mutual Names Two 


Alvin T. Wooley Is Appointed Map. 
ager at Cleveland and Paul C. Nelso, 
at Columbus, O. 





Alvin T. Wooley has been appointe; 
manager of Fidelity Mutual in Cleveland 
with oflices in the B, F. Keith building 
He entered the business in Cleveland jy 
1918. In 19381 he was transferred to 
Reading, Pa., as manager for the Tray. 
elers. Last year he returned to Cleve. 
land to build up the agency organization 
in that city. 

Paul S. Nelson has been appointed 
Fidelity Mutual manager at Columbys, 
O., with offices in the Atlas building. 
He entered the Illinois insurance depart 
ment following graduation fram Univer. 
sity of Illinois. After two years as junior 
examiner he went to Chicago in the 
home office underwriting department of 
Mutual Trust Life, Since 1932 he has 
been connected with Town & Village 
Insurance Service, Inc., af Columbus, 
general agent for Girard Life. 

Mr. Nelson, after leaving Mutual 
Trust and joining Town & Village, 
served as agency manager of Reliance 
Mutual Life of Chicago, 

R. R. Anderson has been appointed 
assistant manager of the St. Louis 
agency of the Fidelity Mutual Life. He 
was with the Missouri State Life for 13 
years, 


Talmage Smith Is Appointed 





Former Chicago Life Man Becomes 
Supervising Assistant Mutual Life at 
Portland, Ore. 





Talmage Smith has been appointed 
supervising assistant of the Portland, 
Ore, agency af the Mutual Life of New 
York after working on personal produc- 
tion since shortly after locating in that 
city early in the year. A. D. Katz is 
manager af the agency in the Corbett 
building. On Aug. 4, Mr. Smith was 
married at Vancouver, Wash., to Miss 
Erica G. Buzy of Chicaga, the ceremony 
being performed in the First Baptist 
Church there with Rev. Paul L. Kunz- 
man ofliciating. Mr. Smith was formerly 
agency organizer in the Spaulding 
agencev of the Mutual Life in Chicago. 
He served as secretary of the Life 
Agency Supervisors Association of Chi- 
caga and then was president. He also 
was secretary and then vice-president 
of the Chicago C. L. U. 





Braunig Named Assistant 
by General Agent Dingle 


J. S. Braunig, St. Louis general agent 
af the Lincoln National Life, has re 
signed and Aug. 15 will become assist- 
ant general agent associated with John 
H. Dingle general agent of the newly e& 
tablished Massachusetts Mutual agency 
on the 38nd floor at One Narth La Salle 
street. Mr, Braunig is nationally known 
for his effective recruiting and training 
methods and in June and July addressed 
the Sales Research Bureau managers 
school in Chicago an that subject. 

Following graduation fram Louisiata 
Tech in 1914, he saw 2% years in the 
in the army, advancing from private t? 
lieutenant. After the war, he 
came a paint salesman, then sales maf- 
ager of the company. He left to hire 
and train salesmen for the Chevrolet 
Motor Company, and entered life insut- 
ance selling in 1930, He paid far $300; 
000 his first year. 

In March, 1932, he joined the Massa 
chusetts Mutual agency at St. Louis, 





sonal interests. 





which C. O. Fischer, now vice-president, 
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was then general agent. A few months 
later Mr. Braunig became general agent 
in St. Louis for the Lincoln National. 
During his administration the agency 
grew remarkably, winning the Presi- 
dent's Trophy in two of his four full 
years as general agent. 

“Mr. Braunig is author of “The First 
90 Days.” At St. Louis he was a direc- 
tor of the St. Louis Life Underwriters 
Association, and vice-president General 
Agents & Managers Association. 





Hinchey Is Omaha Manager 


P. G. Hinchey has been appointed 
general agent for the Yeomen Mutual 
Life for Omaha territory. He is a na- 
tive of Omaha and attended both 
Creighton University and the Univer- 
sity of Kansas. The Yeomen Mutual 
Life offices at Omaha are located at 
526-532 Securities building. 





Hertel Is Assistant Manager 


Carl W. Hertel has been made assist- 
ant agency manager of the Herbert A. 
Sloan Agency of the Equitable Life of 
New York in Chicago. Mr. Hertel was 
formerly group supervisor. He is well 
known in insurance and business circles 
in Chicago, having been for 22 years 
with the Equitable. He has always had 
a high club membership production. 





Marsh Made Unit Manager 


D. S. Bethune, agency manager Equi- 
table Life of New York, Washington, 
D. C., has appointed J. D. Marsh as unit 
manager. Mr. Marsh was previously a 
unit manager with the Equitable in 1931 
and 1932, and at that time was probably 
one of its youngest unit managers. 

Since his return to the Equitable in 
November, 1936, he made an outstand- 
ing record, having already qualified for 
membership in the Century Club, and 
stands third in the agency in paid-for 
business. He attended George Wash- 
ington University. 





Triggs in New Office 

KANSAS CITY.—Leon A. Triggs, 
who has operated a life insurance bro- 
kerage office the past year, has moved 
to larger quarters at 400 Rialto building, 
where he will operate as Leon A. Triggs 
& Associates with Jack Becklean and 
A. B. Caswell. 


Named by Old Line 


The Old Line Life of America has 
appointed N,. L. Daniel and N. A. 
Shapiro joint general agents in Chicago. 
Both men have been active in general 
insurance and are establishing the life 
department in present quarters in the 
Insurance Exchange building. 








Join DeBarry & Williams 


C. C. Ramler, formerly field super- 
visor of the Country Life, has joined 
the DeBarry & Williams Agency of the 
Lincoln National in Chicago, working 
the down-state territory in Illinois. Mr. 
Ramler has an excellent organization 
record and will be a valuable asset to 








the DeBarry & Williams Agency. 

Walter B. Brown has also joined De- 
Barry & Williams. His former insur- 
ance experience was with the John 
Hancock Mutual. Recently he has been 
a specialty salesman, 

M. E. Roberts is a new district man- 
ager at Decatur, IIL, for the DeBarry & 
Williams agency. He has been with the 
Country Life and more recently with 
the Kansas City Life. 





Monarch Life Promotions 


The Monarch Life, Winnipeg, has 
appointed W. F. Steinberg, Toronto 
branch manager and R. Meadows south 
Saskatchewan production supervisor at 
Regina. 

Mr. Steinberg joined the company 
seven years ago and distinguished him- 
self both as a personal producer and 
organizer. He served as cashier and as 
inspector for north Saskatchewan with 
headquarters at Saskatoon, and became 
manager of the south Saskatchewan 
branch at Regina in 1936. 

Mr. Meadows joined the Regina field 
force in January, 1936, and qualified for 
the $100,000 Club in his first year. His 
thorough field training and experience 
ably equip Mr. Meadows for this early 
promotion. 





Continental Assurance at St. Louis 
Ploeser-Moseley-Watts has been ap- 
pointed general agent for the Conti- 
nental Assurance of Chicago in St. 
Louis, It does a general business, The 
firm has grown up around four out- 
standing men, W. C. Ploeser, R. B. 
Moseley, F. O. Watts, Jr., and S. A. 
Morgan. The life insurance department 
will be under the management of Fred 
Dieterle, a man of 20 years’ life insur- 
ance experience, 
Hines, Bucyrus, O., General Agent 
Clyde Hines, formerly an agent for 
the Columbia Life, Cincinnati, has been 
promoted to general agent at Bucyrus, 
O., where the company has a large 
agency. Although Mr, Hines has been 
with company only about a year, he has 
become one of the leading producers. 


Foley Made Nebraska Manager 


Dan Foley has been appointed Ne- 
braska state manager by the Colorado 
Life. He was formerly general agent in 
Nebraska for the Central States Life, 
having been with that company for 16 
years, 


Opens Mt. Pleasant Agency 


The Central Life of Des Moines has 
established a district agency in Mt. 
Fleasant, Ia., with O. T. Wilson as man- 
ager and R, J. Aumann in charge of 
sales, 


Cleveland Agencies Combined 


The two Cleveland agencies of the 
Columbia Life of Cincinnati have been 
combined under the name of Aldrich & 
Coffman, the new agency established in 
that city this year. G. H. Guilfoyle, 
Cleveland manager many years, will be 
associated with the agency as a personal 














New General Agent 

















IVAN F. KEEFER 


{van F. Keever, who is appointed 
general agent at Youngstown, O., for 
the Indianapolis Life, completed July, 
his first month with the company, with 
30 cases totaling $125,000. Premiums 
exceeded $4,500. In addition to his per- 
sonal work, he started two new men in 
the business, Mr. Keefer was a personal 
producer in Youngstown and had estab- 
lished a fine record with his former 
company, 








producer. Headquarters at 735 


Guardian building. 


Beam Joins Continental 


Louis C. Beam, who for 10 years has 
been an agent of the Equitable Life of 
New York, has been appointed general 
agent of the Continental Assurance of 
Chicago in Springfield, II. 


are 








H, 8S. Needham, prominent northern 
Kentuckian, is associated with the C. J. 
McCoy agency of Mutual Life in Cin- 
cinnati, as agent. He was formerly with 
the internal revenue office in Covington, 
Ky., and later in the lumber business. 
He owns the Kilmorey farms near Wil- 
liamstown, Ky. 








INDUSTRIAL 


Colonial Life Promotions 


The Colonial Life has promoted C. B. 
Harrison, Atlantic City, N. J., and Max 
Schwartz, New Brunswick, N. J., to 
managers. 


John Hancock Appointments 


To succeed the late Manager John W. 
Dowling, the John Hancock has ap- 
pointed R. W. Carroll, formerly man- 
ager at Auburn, N. Y., as manager of 
Utica, N. Y. Mr. Carroll will be suc- 
ceeded at Auburn by Robert Parr, for- 
merly assistant manager at Pawtucket. 
Mr. Carroll began his John Hancock 
service as an agent at Boston, in 1924, 
and two years later was transferred ta 
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the Salem district, where he became as- 
sistant manager the following year. He 
has been manager of Auburn, N. Y., 
since December, 1935. 

Robert Parr has been at Pawtucket, 
R. I. ever since he started there as an 
agent in 1920. He has been assistant 
manager there since December, 1925. 





Opens New Vicksburg Office 


The North American Mutual of Jack- 
son, Miss., has opened a new district 
office at 510 First National Bank build- 
ing, Vicksburg, Miss,, with F. P. Par- 
ham as district manager. 

Mr. Parham has been with the com- 
pany for about two years as special rep- 
resentative. He has had about 15 years’ 
experience in industrial insurance. 





Double Examination Requirement 


The Equitable Life of New York has 
issued a new regulation as to double 
examinations. Such a requirement is 
now imposed where the new insurance 
applied for is $25,000 or more making a 
total of mare than $125,000 old and new. 
This is in addition to the rule that re- 
quires double examinations where the 
amount applied for is more than $100,- 
000 regardless of the amount already in 
force. 





Aversion to “Ex-Something” 


May Bring About Reforms 


(CONTINUED FROM PAGE 8) 


cial business firms comparable in size 
to leading life companies have a more 
enlightened system of sales appoint- 
ments and supervision; medicine learned 
how, and improved its standing in the 
public eye; law has became one of the 
very sources of government, by careful 
determined improvement; and we in life 
insurance can do the same things when 
we want earnestly to do them. 





100% 


INCREASE 
IN BUSINESS 


@ General Mutual Life Agents 
paid for 100% more new busi- 
ness in the first six months of 
1937 than they paid for during 
the corresponding period in 
1936. General Agency contracts 
still available for Illinois and 
Ohio. Write — 


ble 
GENERAL 
MUTUAL 


LIFE INSURANCE CO. 
VAN WERT, OHIO 
Cc. M. PURMORT, President 
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Six Modern Legal 
Reserve Contracts 
@Ordinary Life 
@Twenty Payment Life 
@Endowment at Seventy 
©Twenty Year Endowment 
@Family Income 
®Juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-six years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

ee 


Write for particulars and 
open territory to 


PETER F. GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 














LEGAL RESERVE FRATERNALS 





Royal Neighbors Report Made 


Examination Was Made by Five State 
Departments — High Spots Given on 
the Findings 








The report of the convention examina- 
tion of the Royal Neighbors of Rock 
Island, Ill, has been made by Illinois, 
Arkansas, Iowa, Missouri and Utah. 
The examination as of Dec, 31 last, 
shows assets $57,404,831, legal reserve 
$49,393,106, surplus $7,192,603, ratio of 
solvency 112.53. The report says that 
the interests of policyholders are amply 
protected. The condition of the bond 
portfolio has improved since the last 
examination. The policy pursued by the 
society in respect to its bond invest- 
ments during the last three years, the 
report says, has been a material con- 
tributing factor towards its improve- 
ment. 


Comment of Examiners 


The records and files, the repart says, 
indicate that the society adjusts and set- 
tles all death claims in accordance with 
its contracts. The program of exchang- 
ing certificates of the original plan mem- 
bers who entered prior to September, 
1919, for those issued at late dates an 
the American Experience 4 percent table 
is being pressed to a satisfactory con- 
clusion, 

The Royal Neighbors issues whole 
life, 20-pay life, term to age 16, plan A, 
and term to age 16, plan B, the latter 
two being issued to members af the 
juvenile department. The former pro- 
vides for death benefits graded to an 
ultimate amount of $500 and the latter 
to $1,000. 

Last year the premium income was 

7,382,898 and total income $11,109,890. 
It paid policyhalders $6,812,099 and the 












John C, Snyder, 
President 











What Is Legal Reserve 
Fraternal Life Insurance? 


(This is the third of a series of advertise- 
ments outlining briefly a fow characteristics 
of this type of protection—points that may 
not be generally undorstood by the other- 
wise well informed and intelligent fraternity 
of life insurance executives and salesmen.) 


Legal reserve fraternal societies use the 
open contract which proved to be the 
most satisfactory for policyholders or 
members during the stress of depression 
years when all claims based upon the 
so-called open contract were paid in full. 


Like the record made by the legal reserve fraternals as a 
whole, it was never necessary for the Ben Hur Life Asso- 
ciation to borrow money from the government or any 
other source to meet all cash demands. 


BEN HUR LIFE ASSOCIATION 


Established 1894 
Home Office: Crawfordsville, Ind. 






Edwin M. Mason, 
Secretary 











total disbursements were $10,326,983. It 
has in force $482,561,004. It wrote in 
new business $9,071,430 during 1936 and 
revived “$1,092,140. The officers of the 
Royal Neighbors are all women who are 
experienced and able administrators. 
Mary E. Arnholt is the supreme oracle 
and head of the organization. The su- 
preme recorder is Erna M. Barthel. 

The Royal Neighbors is licensed in 
the District of Columbia and all states 
except Louisiana, Massachusetts, New 
Mexico, North Carolina, South Caro- 
lina and Vermont. The minimum risk 
accepted on ane life is $500 and the 
maximum $10,000. Medical examina- 
tions are required on all new business. 
No risks are reinsured and no reinsur- 
ance is accepted. 





North American Union to 


Write Accident and Health 


The North American Union Life has 
made several changes in its articles of 
incorporation. Provision is made _ to 
write health and accident insurance and 
to establish rates to take care of the re- 
insurance of the Chicago Fraternal Life’s 
accident business. It is planned to push 
this line actively using a combined pol- 
icy similar to the Chicago Fraternal 
Life’s old contract. 

Double indemnity waivers are changed 
to make them uniform. The executive 
committee is authorized to make loans 
on the security of the members’ policies 
in cases where the policies fail to pro- 
vide for such loans. This is dane to 
assist older members when the monthly 
premium payments become too great a 
burden. 

In addition to recent reinsurance of 
the Chicago Fraternal Life, the North 
American Union Life has alsa reinsured 
the Holland American Aid Society and 
the Central Benefit Association, both 
have about 350 members, the former 
having $8,818 in assets, $56,000 insurance 
in force and the latter $4,567 assets. 
Most of the business is located in Chi- 
cago. 


Milwaukee Club President 


State Manager M. W. Boris of the 
Ben Hur Life of Wisconsin has been 
elected president of the Milwaukee Fra- 
ternal Underwriters Club. He was one 
of the charter members, organized two 
years ago and has been serving as vice- 
president. 


Mrs. Wood New President 


Mrs. Ethelyn Wood of Delavan, Wis., 
secretary-treasurer of the Badger Picnic 
Association of the Fidelity Life in Wis- 
consin and northern Illinois, was elected 
president at the annual picnic held at 
Carver’s Rock, Clinton, Wis. She suc- 
ceeded George Miller, who was presi- 











dent for three years and declined t. 
election. Mrs. Rose Miller, Kenosha 
was named secretary-treasurer, Presi. 
dent Walter C. Below of the Fidelity 
Life attended from the home office an¢ 
spoke, 





Will Honor President Snyder 


The Ben Hur Life of Crawfordsville 
Ind., has designated August as “Snyder 
Month” in honor of President John ¢ 
Snyder, who is greatly esteemed by the 
organization. In fact, the Ben Hur Life 
men designated him as the “best boss jp 
the world.” Last year the August new 
business amounted to $1,181,000. The 
all-Indiana picnic for the Ben Hur peo. 
ple in the state was held at Crawsfords. 
ville last Sunday. There were special 
buses running from various Indiana 
points. Mr. Snyder’s birthday anniver. 
sary was Saturday of last week. 





Lutheran Mutual Aid Vote 


Under instructions from the Iowa 
commissioner the Lutheran Mutual Aid 
of Waverly, Ia., mailed ballots to pol. 
icyholders to vote on the change from 
a fraternal to a legal reserve old line 
basis. The deadline was placed at Aug, 
1. A total of 8,588 ballots were returned 
and the preliminary count shows that 
7,503 voted affirmatively in favor of the 
mutualization plan with 169 opposed, 
The procedure will be reviewed by the 
commissioner, 





Report on Utah Survey 

SALT LAKE CITY.—The governor's 
“committee of nine” has issued a report 
on life insurance conservation and per 
sistency in Utah based on a survey by 
the Federal Emergency Relief Adminis. 
tration of Utah, division of research and 
statistics. The survey cavered 17,435 in- 
surance policies for 5,300 households 
over an li-year period ending in 1934 
The annual collection for life insurance 
premiums from the state averaged $8- 
225,000. Lapses were stated to be heavy, 





Stage Production Contest 


A production contest between Denver 
agents of the Pacific Mutual and agents 
in the territory outside of Denver that 
is served by the Denver office is coming 
to a boil. The contest began June 15 
and will end Aug. 23. Paid registrations 
for the annual convention of the Na 
tional Association of Life Underwriters 
as well as cash prizes will be awarded 
to the winners. At present the Denver 
men are ahead, 





Insurance Day at Cleveland Fair 


Aug. 14 has been designated “Insur- 
ance Day” at the Great Lakes Exposi- 
tion, Cleveland, special rates being 
granted insurance people on concessions 
and admission. Prizes will be awarded 
and Cleveland agents have arranged to 
make it a gala day. Those planning to 
attend are urged to visit the insurance 
booth. 


——<— 





OUR 40 YEAR 


» 4 


January, 1937, We Issued Three New Junior Policies:—Ordinary Life 
Endowment at Age 65 and Educational Endowment at Age 18. 

We have A Complete Line of Adult Policies—American Experiea® 
Table of Mortality—3% Interest Basis. : 
Maybe Yeu Will Fit Into Our Organization As A Field Representativ® 


Write to 


Equitable Reserve Associatios 
NORTON J. WILLIAMS, Vice President 
Neenah, Wisconsin 
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THOMAS A. 


nary conventionalities. He means hon- 
esty to himself and family, honesty to 
he company, honesty to prospects and 
lients, 


Analysis of Successful 
Life Insurance Man 


He analyzes loyalty in its highest 
‘air form, and then efficiency means much 
more, in his opinion than accomplish- 


nsul” Bement of immediate results. Here is his 
ae analysis of “The Successful Agent.” 





1—Honesty to self and family. 

(a) Conservation of time—eight hours 
a day, six days a week; hard work di- 
rectly in the line of business. 

_ (b) No side issues or side discussions 
in business hours, no procrastination— 
driving directly at the mark of one’s 
calling. 

(c) A student of the business of the 
company, of the policy forms, of the 
tate book and the literature, and, most 
of all, of the prospects and their needs. 
2—Honesty to the company—with- 
holding no facts the company should 
Tecelve; never misrepresenting to it or 
ts clients, even though big commissions 
should be in the balance. 

3—Honesty to prospects and clients; 
Never overinsuring—never underinsur- 
ing; never misrepresenting policies or 
dividends; choosing the policies most 


























Life, Be clearly indicated by your client’s needs, 
sans Tegardless of the rate of commission. 
Loyal Attribute Is 
ative. y Essential 
By being loyal I mean more than lip 
Service. I mean— 





A. Allowing no one to reflect upon 
€ integrity of the company without a 
rebuke; promptly bringing to the com- 
Pany any just complaint. 
(b) The kind of lovaltv that prevents 
ws from listening to temptations from 
€r quarters—and if seductions and 












even a blind observance of all the com- 
pany’s rules—no trimming, no turning 
of short corners. No man can _ per- 
manently succeed who is a trimmer. A 
loss in commissions through the ob- 
servance of the company’s rules, both in 








success; that agent need have no worry 
over the questions of raiment, food or 
shelter for himself or family. Happi- 
ness to such an agent and his house- 
hold will follow as naturally as night 
follows day. 





Closing Prospects Now with 


Shove and Pressure 


By W. H. Knapp 
Meadville, Pa. 





A true specialty man may be de- 
scribed as a salesman that sells today, 
not leads and promises for later but 
now. I’ll give you a few slogans of the 
old time specialty men. 1. Kill ’em with 
kindness and close ’em. 2. Kill ’em or 
cure ’em. 3. Get them on the dotted 
line, get the money and iron out details 
afterwards. 

Specialty men every day are closing 
prospects that slow, long winded men 
are planning to sell next month. The 
greatest danger in selling is in leaving 
time between the sales talk and the 
close where some other man can come 
in and get the sale. 


Closing Real Prospects Now 


The continued complaint with also 
ran life insurance men is, I made that 
sale, he told me to come back today, 
now I find he has bought from John 
Jones. Why? Because he has been 
trained wrong. A specialty sales man- 
ager will have his men get out their 
prospect list and run it down in advance 
of the dates the agent is supposed to 
call, and show said agent that most of 
those so called prospects are poor sus- 





pects and most of the real prospects can 
be closed now. 

The above can all be taken in the 
wrong sense, high pressure crooked sell- 
ing. Ask any real producer and you'll 
find he uses these methods with tact and 
without crookedness, 


Need Shove and Pressure 


Nothing will ever take the place of 
shove and pressure in selling; show me 
any sale and I’ll show you where some 
one exerted pressure in the selling. 

The trouble is most people consider a 
specialty man as a loud mouth, while 
quite the contrary is true, most real 
specialty artists are soft spoken, tactful 
men; they have to be to survive. 

The moment pressure is sensed by 
the prospect that moment was where 
the salesman showed his lack of ability 
to use pressure. 

Selling of any kind is no place for 
weak sisters. Why palaver with them? 
Fire them and get men that do things; 
those are specialty methods and while 
they may sound harsh, in the long run 
they are kind, to the prospect and to 
the salesman. 





Doubling the Application 





NEW YORK.—The possibility of 
placing additional insurance over and 
above what has been applied for was 
cescribed by R. S. Robbins, New York 
City broker, who produces a large vol- 
ume of life insurance. Disclaiming any 
desire to overload clients with life insur- 
ance, Mr. Robbins said that nevertheless 
he believed every agent should consider 
what he himself would do if he were in 
the buyer’s shoes in the matter of order- 
ing out additional insurance. It is fre- 
quently possible to sell an additional 
policy the same size as the one orig- 
inally ordered and in one case he was 
able to place $450,000 when only $50,000 
had been applied for. 


Suggests Option on Added Cover 


“I always congratulate the applicant 
on the wonderful physical examination 
he passed and then tell him the company 
wanted to know if he didn’t want an 
option on additional insurance,” Mr. 
Robbins said. } 

“Not interested,” is the usual reaction, 
whereupon it becomes the agent’s job to 
begin asking questions to which the 
answer is yes and to nod his head, which 
helps the prospect fall in unconsciously 
with the affirmative trend. For exam- 


e: 
“You believe in insurance, don’t you?” 
Mr. Robbins asks. The answer is ob- 








viously yes, since he has just bought 
some. 

“You'd like to carry half a million 
if you could, wouldn’t you?” is the next 
question. “You'd like to have twice as 
much as you have applied for, wouldn’t 
you?” If I told you it was paid for, 
you'd like it, wouldn’t you?” This 
usually arouses the prospect’s curiosity. 

“Then all you have to do is to give 
me authority to apply this annual pre- 
mium as a semi-annual premium,” Mr. 
Robbins concludes. 

Once the sale is made, get out at 
once, he strongly advised. Any excuse 
may be used, such as a quick glance at 
one’s watch and a remark about an over- 
due appointment. However, on no ac- 
count should the agent look at his watch 
while he is in the course of making the 
sale, as it is sometimes disastrous to 
bring to the prospect’s attention the 
amount of time that is being used up. 


New Salesmen Make Good 


Bankers Life of Iowa salesmen appre- 
ciate the fact that school days mean 
sales days. Witness the fact that six 
recent graduates of an advanced sales 
training school produced in excess of 
$100,000 each in paid-for business so far 
this vear. J. B. Ryan, Des Moines: P. 
L. Ferguson, Sparks, Nev.; Walter 














They work together Wednesdays and 
Thursdays without fail and on Satur- 
days if mutually agreeable. The bal- 
ance of the week they devote to indi- 
vidual cases. About 40 to 45 percent 
of their business is produced on a part- 
nership basis. Individual prospect files 
are kept as well as a joint file. 

A perfect understanding and a perfect 
trust is necessary for a partnership, 
said Mr. Russell. It is not only a 50-50 
but a 60-60 arrangement, he explained, 
meaning that each agent must be will- 
ing to go more than half of the way. 
If for instance one agent becomes sick, 
the other must carry on, working the 
joint cases as best he can. 

Mr. Russell finds that the two to- 
gether act as a sort of balance wheel, 
enabling each to improve his technique. 
When they both call, the prospect 
knows they have come for business and 
not just to chat, but the agents are 
careful not to “gang” the prospect. They 
get around this by explaining that if 
one agent should die or leave the com- 
pany, then the other would still be there 
to give service. 

Each agent must provide prospects 
for joint solicitation. Any prospects 
furnished by another joint prospect are 
worked together. Both men are mar- 


ried. 
x * * 


Praises the “Estate-O-Graph” 

Darwin T. Lynner, 21, of Des Moines, 
one of the youngest agents in the United 
States for the General American Life, 
won third place in his company’s nation- 
wide production contest by writing 
$39,000 in 15 days. 

He says: 

“One thing that has helped me very 
much, is the ‘Estate-O-Graph.’ The 
issue on ‘Young Men’ is one of the finest 
I have received. 

“It is necessary, it seems, to do this: 
(1) Discover the problem, (2) Fix the 
problem as his (prospect’s) problem, 
(3) Offer your solution to the problem, 
and (4) motivate him to immediate ac- 
tion. 
“The Estate-O-Graph, I have found, 
fits admirably into the picture in all 
these phases of the sale, whether you 
mail them previous to calling, or pre- 
sent it along with your sales talk.” 

Mr. Lynner has been with the Gen- 
eral American Life since June, 1936. He 
is associated with the A. T. Lynner 
general agency, at Des Moines, having 
been one of the leading producers con- 
sistently, placing first in May, second 
in June, and first in July. 








Sharnborg, Bellevue, Iowa; W. S. 
Filler, La Crosse, Wis., J. R. Anderson, 
Madison, Wis., and V. A. Curtin, Jean- 
ette, Pa., were the six men who thus 
performed. Mr. Sharnborg also ranked 
ninth among all salesmen of the com- 
pany in the writing of new insurance 
during July. 


C. L. U. Has Speakers Bureau 


The Los Angeles C. L. U. chapter is 
sponsoring a speakers bureau. Abont 
20 members have been placed on call 
for talks before agency groups. Harrv 
B. Keeling, 510 West 6th street, is chair- 
man. Any manager desiring a sneaker 
may get one by calling Mr. Keeling. 
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News OF LIFE ASSOCIATIONS 





Interest in Junior Group 


Kansas City Plan for Younger Men 
Has Great Possibilities for Develop- 


ment 


KANSAS CITY.—Formation of the 
Young Men's Division of the Life Un- 
derwriters Association of Kansas City 
already has brought queries from other 
associations, Companies are also inter- 
ested in the significance of the new or- 
ganization’s formation as a step to en- 
courage young men with high educa- 
tional qualifications and character to en- 
ter the business upon graduation from 
college and university. Company man- 
agement feels that if this can be done 
successfully, it will help to reduce turn- 
over. It will bring good men in and 
keep them in the business from the start. 


Encourage New Group 


The Kansas City association is en- 
couraging the new group as much as 
possible, according to Dallas Alderman, 
president. Young underwriters with an 





organization of their own, considering 
mutual problems, can strengthen morale 
and make the life insurance business 
more attractive for other young men 
= entering the business world, said 

r, Alderman. 

With Ray Robison of the Provident 
Mutual, chairman of the group, the 
Young Men's Division held a meeting to 
discuss individual cases which __ illus- 
trated typical problems of underwriting. 

To overcome the young man’s objec- 
tion that he wants to talk it over with 
his parents, the following appeal to the 
young man’s pride was suggested: 
“Now, Bill, if I can show you a plan 
that will save you some money, can 
you. go ahead without consulting any- 
one?’ 

In another case considered, the prob- 
lem of getting a young man to feel his 
responsibility for dependent parents 
was discussed. Suggestions were made 
to sell him an annuity, and appeal to 
his selfishness; or to present the prob- 
lem to him in such a way that he will 
have to admit his selfishness. 

Young agents at the meeting decided 
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Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 


a 








“ ~ ae 





ILLINOIS 








HARLEY N. BRUCE 
Consulting Actuary 
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Consulting Actuary 
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WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
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CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 
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T. C. RAFFERTY 
Consulting Actuary 
Actuarial, Agency and 
Management Problems 


915 Olive St. St. Louls, Mo. 
Tel. Chestnut 1437 
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Actuary 
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that the best way to avoid competition 
was to avoid comparisons—to stick to 
one’s own plan and company. 


Scranton Wins Main Trophy 


Wilkes-Barre and Reading Cup Run- 
ners Up for National Honors—District 
Cups Awarded 


The Scranton (Pa.) Association of 
Life Underwriters has been awarded the 
Charles J. Edwards cup for the largest 
proportionate increase in membership 
by a local association in the National 
Association of Life Underwriters. The 
Wilkes-Barre and Reading, Pa., associa- 
tions ranked next, according ta C. J. 
Zimmerman, Connecticut Mutual, Chi- 
cago, chairman of the National associa- 
tion membership committee. 

The 14 district awards went to: 1, 
Fall River, Mass.; 2, Watertown, N. Y.; 
3, Scranton, Pa.; 4, Greenville, S. C.; 
5, Louisville; 6, Bentan Harbor-St. Jo- 
seph, Mich.; 7, Shreveport, La.; 8, Chi- 
cago; 9, St. Louis; 10, North Dakota; 
11, Topeka; 12, Abilene, Tex.; 13, Los 
Angeles, and 14, Yakima, Wash. 

The increase is figured so that the 
smaller associations showing a larger 
percentage of gains do not have an ad- 
vantage over the metropolitan associa- 
tions with large numerical gains, The 
Scranton association increased its mem- 
bership from around 30 to over 300, 

i 


Plan Huge Ontario Sales 
Meet in Toronto Oct. 29 


TORONTO.—The Life Underwriters 
Association of Toronta is organizing an 
Ontario provincial sales and educational 
convention to be held here Oct. 29. It 
is expected that attendance will ap- 
proach the 1,000 mark and the gathering 
will be the most outstanding event in 
Canada since the international conven- 
tion of life underwriters here in 1930. 
Speakers include C. Preston Dawson, 
production manager of the Beers agency 
of the New England Mutual Life, New 
York City; A. E. N. Gray, assistant sec- 
retary Prudential; J. E. Kavanagh, vice- 
president Metropolitan Life, and 
Thomas Bradshaw, president North 
American Life of Toronto. The com- 
plete program will be announced later. 

* * 


Chicago Life Men Will Be 
Available for Addresses 


The speakers’ bureau committee of 
the Chicago Life Underwriters Associa- 
tion with R. A. Judd, manager Phoenix 
Mutual Life as chairman, is putting 
some life into the work. It is sending 
out to all the papers of all kinds in Chi- 
cago and Caok County and the various 
clubs and agencies, imparting the infor- 
mation that excellent life insurance 
speakers are available, who will talk on 
certain subjects that are listed. The 
committee feels that there are 250 mem- 
bers of the association who are tip top 
speakers and who will be available any- 
where in the county when_any argani- 
zation needs a speaker. Subjects are: 
; (1) Inflation and Your Annuity Dol- 
ars. 

(2) What the Social Security Act 
Means to Your Life Insurance. 

(3) How to Get the Most Out of 
Your Life Insurance Dollars. 

(4) Many Different Policies and Why. 

(5) What a_ Beneficiary Should 
Know About Insurance. 

In commenting on the program for 
the season, Mr. Judd said that the 
policy of the speakers bureau will be 
first of all to select speakers who not 
only know their subject thoroughly, but 
men who have effective platform pres- 
ence. All five addresses are each limited 
to 30 minutes. They are strictly insti- 
tutional, no companies being mentioned, 
nor will any literature be distributed. 
The purpose is definitely to acquaint 
more people with life insurance facts 
which should make them better users of 
the services life companies are prepared 





to offer. Request for speakers are 
be made direct to the Chicago Life jj 
derwriters Association at least 

weeks in advance of the speaking ¢ 

J. H. Sherman, chairman of the og 
mittee in charge of “Chicago Day" 
the Chicago Association of Life Up 
writers, has conceived the outline 
an unusual program scheduled for p 
10 and is giving much attention to 
ting it in shape. The first “Chic 
Day” was last year. The program ¢ 
sisted of addresses exclusively by @ 
cago talent. This year Mr. Sherman 
devised a pattern employing the te 
nique of the theater. 

He is soliciting recommendations 
to Chicagoans—agents, supervisors, m 
agers—who have stage presence, for 
production. He has a novel progr 
that should prove to be of uncom 
interest. Mr. Sherman is life m 
of W._A. Alexander & Co., geng 
agents Penn Mutual. ‘ 

* * 


Jones Texas State Secretary 


O. D. Douglas, president of the Te 
Life Underwriters Association, hag 
nounced the appointment of Lug 
Jones, San Antonio, Amicable 
agency manager, as secretary of: 
state association. He is the manag 
of one of the large agencies in the 
and state, being one of the outstand 
men in the Amicable Life organizatj 

x oe 4 

Detroit— The Qualified Life 
writers have agreed to underwrite 
deficit of the Sophie Wright Settlem 
summer camps for the 1987 season) 
a civic enterprise, under leadership 
Seth W. Ryan, Penn Mutual, preside 
Mr, Ryan appointed H. B, Knaggs, Mf 
Ingland Mutual, retiring  prest 
chairman of the committee in cham 
of the philanthropy. .- 

* Ok Ok 


Cincinnati—H, S. Hatfield, North 
ern Mutual Life, president, has appol 
the following committee chairmen: M 
ings, John Manss, Penn Mutual; 
tion, H. L, Hogan, Equitable Life, 
business standards, L. D. Fowler, @ 
necticut Mutual; regulations, H, 14 
Hutchins, National Life of Vermé 
law and legislation, Ray Hodges, ¢ 
National; education, Warner Wik 
Guardian Life; public relations, Sid 
Marean, Union Central; civics, RB 
Leuzinger, Phoenix Mutual; fin 
Paul Johnson, Fidelity Mutual; mem 
ship, R. C. O'Connor, Reliance Life; 
grams, George Johnson, Mutual Life 
New York; constitution and by-laws, 
T. Williams, Equitable Society; lifef 
surance week, E, E. Enoch, Conneetié 
General; women’s, Clara McBreen; 
ee kK F. Pierle, Provident 
tual, 


* * 

Port Arthur, Tex.—S. A. Dunn is pref 
dent, M. M. Myrick is vice-president, 
Felix Brousard, secretary, 

* Ox q 

Salt Lake City—About 300 participa 
in an outing at the Lagoon 
President F. BE. Walker was in chafi 
Commissioner Neslen was_ present 

* * * 

Montana—aAt the state sales co 
in Great Falls, new officers were ele 
as follows: President, Cecil B. 
Butte; vice-president, Einar Tran 
Billings; secretary-treasurer, Carl Wi 
ner, Butte, 


E. M. MeNiece has been placed 
charge of personnel of the Confedem 
tion Life of Canada, q 
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